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By ROBERT B. MITCHELL 


It may be close to a year before the 
O'Mahoney subcommittee of the Sen- 
ate gets around to life insurance. In 
the meantime concern is being felt in 
the business as to how the imminent 
investigation of the fire and casualty 
business may affect the public’s atti- 
tude toward life insurance business. 

It would not be the first time that 
unthinking newspaper readers have 
assumed that insurance is insurance, 
not differentiating between fire-cas- 
ualty companies on the one hand and 
life on the other. For example,when 
the New York Herald-Tribune ran a 
series of feature stories on the mani- 
pulations of Stewart Hopps and his 
associates in various fire-casualty en- 
terprises, there was evidence that the 
public got the idea that life insurance 
was involved as well. 

One thing that the O’Mahoney in- 
vestigation is interested in is the mat- 
ter of exempting investment profits of 
fire-casualty companies from the oper- 
ation of the rate regulatory laws. It is 





Ideas On Clarifying 
Committees’ Roles 
Requested By NALU 


WASHINGTON—A proposed set of 
by-laws of National Assn. of Life Un- 
derwriters has now 
been virtually 
completed and will 
be acted on at the 
NALU annual con- 
vention in Dallas 
Sept. 7-12. 

The drafting was 
done by the com- 
mittee on by-laws, 
with the help and 
advice of Taylor 





Bigbie, NALU 

David Blumberg counsel. David M. 
Blumberg, Mass- 

achusetts Mutual, Knoxville, Tenn., 


chairman of the committee, commented 
that NALU voted a new constitution in 
1956 but that it cannot take effect until 
new by-laws have been adopted to 
implement it. 

“We have made no _ substantive 
changes in the by-laws,” Mr. Blumberg 
said “They have been changed only to 
carry out the plan of the new constitu- 


quite possible that the subcommittee 
will finally conclude that it is entirely 
proper to exempt these profits. But 
while the testimony is being taken 
there will be plenty of effort to show 
that such an exemption is just a way 
of mulcting the policyholders. The 
headline reader who knows little about 
insurance could easily get the idea 
that life companies are also being ac- 
cused of making too much money off 
their policyholders. 

Since the investigation is largely to 
determine how well the McCarran act 
is working, that is, how well the states 
are living up to their insurance reg- 
ulatory responsibilities as conferred on 
them by Congress—any testimony 
tending to reflect on the efficacy of 


Uphold Denial Of 
SEC Enjoining 


Variable Annuity 


WASHINGTON—U. S. circuit court 
of appeals has upheld the district court 
decision denying the injunction sought 
by Securities & Exchange Commission 
to force Variable Annuity Life of 
Washington, D. C., to cease operating 
without subjecting itself to SEC reg- 
ulation. Equity Annuity Life, also of 
Washington, made itself a co-defend- 
ent. It is believed certain that SEC 
will appeal to the Supreme Court. 








tion and to clarify certain sections. 
Also we have regrouped and rearrang- 
ed the order of many of the articles 
in these by-laws.” 

The only other changes now en- 
visioned are in the definitions of duties 
of certain standing committees of 
NALU. Mr. Blumberg said the by-laws 
committee felt that some definitions 
“should be revised, since they seem 
to be unnecessarily long and in many 
instances too vague and even inac- 
curate.” 

Accordingly, he sent letters asking 
all chairmen of standing committees 
to examine the present definitions and 
suggest revisions if any seem needed. 

“Please send your suggestions as 
soon as convenient since we have to 
mail our proposed by-laws to all as- 
sociations by the end of July in order 
to have them adopted at the annual 
convention in Dallas,’ Mr. Blumberg 
requested. 








Late News Bulletins... 





time records. 


$1,905,000,000, was off 10%. 








April Sales Up 8%, Ordinary Gains 3% 


Life insurance sales in April were $5,436,000,000, up 8%, according to LIAMA. 
For the first four months the figure was $21,386,000,000, up 2%. Ordinary sales 
for April were $4,015,000,000, up 3%, bringing the total for the four months to 
$14,882,000,000, up 4%. Both the April and four-month ordinary figures are all- 


Industrial sales in April were $509 million, down 11%. The four-month total, 


Group life sales were $912 million in April, down 37%, but the four-month 
(CONTINUED ON PAGE 35) 


state regulation could, by implication 
be considered as reflecting on regula- 
tion not merely of the fire and casual- 
ty business but of life insurance as 
well. 

The frustrating part of this, from 
the life insurance point of view, is 
that since life insurance business won’t 
be on the stand till a lot later, it will 
have no forum in which to make clear 
the distinction between the life and the 
fire-casualty business. If the fire and 
casualty companies can be smeared, 
however unjustly, the life business is 
likely to be a victim of “guilt by as- 
sociation”—even though the only “as- 
sociation” is the sharing of the designa- 
tion “insurance.” 

One hopeful factor is that Sen. 
O’Mahoney, the subcommittee chair- 
man, was a member of the committee 
that framed the McCarran act. Hence, 
it could be expected that he would 
have a favorable attitude toward the 
act and not be out to rip it apart. But 
even if he were vigorously prejudiced 

(CONTINUED ON PAGE 28) 


Glens Falls And 
Natl. Life Of Can. 
Plan Affiliation 


Glens Falls has acquired 25% of the 
outstanding stock in National Life of 
Canada from Harold R. Lawson, presi- 
dent. In addition, a purchase offer is 
being made to minority shareholders 
of National Life. The exact amount of 
stock involved will not be known until 
shareholders have had a chance to 
consider the Glens Falls’ offer. 


Will Become Directors 


It is planned that George D. Mead, 
president of Glens Falls, and George 
I. Davis, chairman of its executive 
and finance committee, will become 
directors of National Life and that 
Mr. Lawson will join the board of 
Glens Falls. 

This transaction contemplates the 
development of a program which will 
enable the agency organization of 
Glens Falls and National Life to offer 
fire, life, and casualty coverages 
throughout the U. S. and Canada. 
National Life’s policies will be avail- 
able separately and also in comple- 
mentary combinations with fire and 
casualty coverages of Glens Falls. 

Mr. Mead and Mr. Lawson stated 
that it will be several months before 
National Life is ready to operate in 
the U. S. The company is licensed in 
several northeast states and is pro- 
ceeding to become licensed in other 
states, including New York. 


Operates In U. S. And Canada 


Glens Falls, organized in 1849, oper- 
ates primarily in the U. S. and Canada 
through 83 field offices, 11 general 
agencies and 8,000 independent local 
agents. At the end of 1957 its assets 
exceeded $150 million, capital and 
surplus funds were $44.9 million, and 
premiums amounted to $80 million. 





Fear Fire-Casualty Probe Testimony May Murchison Purchase 
Bias Public’s Feeling On Life Business 


Of L. &C. Control 
Nearing Completion 


Buying 1.2 Million Shares 
From Mountcastle, Dudley, 
Estes For $40 Million 


NASHVILLE—In what is believed 
to be the largest transaction of its kind, 
Clint W. Murchison, Texas oil million- 
aire and financier, was at mid-week 
completing arrangements to acquire 
working control of Life & Casualty of 
Tennessee by purchasing 1.2 million 
shares of stock from Chairman Paul 
Mountcastle, President Guilford Dudley 
Jr. and Director P. M. Estes Jr. They 
will continue to hold some L. & C. 
stock, however. The price is $40 mil- 
lion, making the price per share 
$33.3314. 

Of the total shares, 700,000 are being 
acquired from Mr. Mountcastle and 
are in a trust of which he is trustee, 
while 300,000 are being bought from 
Mr. Dudley and 200,000 from Mr. Estes. 

It is understood that the sales con- 
tract calls for payment of 20% down 
payment and the remaining payments 
spread equally over the next five years. 


Expect To Close Deal Tuesday 


It was expected that the deal would 
be closed Tuesday but the sellers 
wanted certain changes made in the 
contract and Mr. Murchison’s attorney, 
Holman Jenkins, flew back to Dallas 
to confer with Mr. Murchison and get 
his consent. It was thought the final 
closing might be late this week, as 
none of the changes involved anything 
major. 

There are 5 million shares outstand- 
ing but most of the shares outside of 
the 1.2 million are widely held, so the 
latter represent effective working con- 
trol. Mr. Murchison or his representa- 
tive is expected to go on the L. & C. 
board. Mr. Mountcastle and Mr. Dudley 
will continue in their present positions, 
Mr. Dudley announced. 

Life insurance stock specialists could 
recall no other transaction as large as 
this one, the nearest being Lincoln 
National Life’s purchase of Reliance 
Life some years ago for something 
under $30 million. 

While Mr. Murchison is the main fac- 
tor in Life Companies Inc. of Richmond, 

(CONTINUED ON PAGE 32) 





The company writes all forms of fire 
and casualty. 

National Life was incorporated in 
1897 and began business in 1899. 
Heretofore it has confined its business 
to Canada and the West Indies. Under 
Mr. Lawson the company’s insurance 
in force has increased from $143 mil- 
lion in 1952 to more than $268 million 
at the end of last year. It also has the 
equivalent of another $96 million in 
annuity contracts. Assets at the end 
of 1957 were about $41.4 million with 
capital and surplus funds amounting 
to $2.4 million. During the past few 
years the company has been active 
in the group pension plan field. 








By WILLIAM MACFARLANE 


The often-uttered admonition to 
make insurance and insurance terms 
understandable and even interesting 
to the client and prospective client 
was vividly brought to life at the 
monthly educational meeting of New 
York City Life Underwriters Assn. by 
Hubert E. Davis, retired vice-president 
of the Knight agency of Union Central 
in New York City, Mildred F. Stone, 
staff assistant to the president of Mu- 
tual Benefit Life, and John Lobingier 
Jr., director of public relations of 
LIAMA. 

The trio of speakers prefaced their 
talks with a short skit to illustrate the 
sales approach of the inept agent. Mr. 
Davis, playing the part of the fumbling 
agent, made all the customary mis- 
takes: He prefaced his visit to the 
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New Yorkers Get Specific Techniques 
For De-Confusing Their Presentations 


prospect, enacted by Mr. Lobingier, 
with a pompous letter full of weighty 
wordage and technical insurance terms; 
descended upon his prospect’s secre- 
tary, played by Miss Stone, demanding 
admittance to her employer’s office on 
the ground that he was “expected;” 
mispronounced the man’s name; floun- 
dered miserably during his sales talk 
and finally wound up with a stumbling 
dissertation which was hardly under- 
standable even to the audience of 
experienced life agents. 

After this “How-Not-to-Do-It” por- 
tion of the program, the speakers out- 
lined effective methods of communica- 
tion through the proper use of the 
written word, public relations and the 
spoken word. 

Miss Stone emphasized the point 
that an agent’s letters tell a lot about 
the man, and if he really wants to 


sell he must send the sort of letter 
that will tell a favorable story about 
himself. A neat, clean, attractive letter 
suggests the same about the writer. 
Most important, the letterhead itself 
is a key to the nature of the man who 
uses it. Good printing and contempor- 
ary layout suggest that the agent is 
an up-to-date thinker. Sloppy printing, 
dated layout and funereal tone mean 
to the prospect that he is dealing with 
a man whose mind is buried some- 
where back in the 1920s. 

The way an agent begins his letter 
can date him. Such. openers as, “I 
received your letter and _ contents 
noted,” or “I am _ presently in the 
process of . . . can do more to fright- 
en off prospects than to attract them. 
Emphasis on the agent by over-use of 
the pronoun “I” has a tendency to 

(CONTINUED ON PAGE 29) 





Mfrs. Life Explains 
Mutualization Steps 
To Its Policyholders 


Participating policyholders and 
shareholders of Manufacturers Life 
have been informed by letter that the 
company is proposing to buy its own 
shares and become a mutual company. 

The proposal is being made under 
the provisions of section 90A of the 
Canadian and British insurance com- 
panies act. This section was enacted 
by the Parliament of Canada last 
December and it established a pro- 
cedure whereby a life company with 
share capital may convert itself into 
a mutual company. 

The letters report that the company 
has obtained permission from the 
minister of finance to proceed with a 
mutualization plan and that the board 
of directors has passed a by-law set- 
ting out the terms and conditions of 
the plan 

A special general meeting has been 
called for July 30 to consider the by- 
law, at which participating policyhold- 
ers and shareholders have the right 
to vote either in person or by proxy. 

The by-law provides that the com- 
pany will accept offers for the sale 
of all shares at a price of $275 per 
share. The company will purchase 
20% of the shares each year for five 
years commencing in 1958. 

If the by-law is confirmed by both 
policyholders and shareholders at the 
general meeting, the company will 
apply to the Treasury Board of Canada 
for sanction of the by-law. This step 
will take place after offers to sell their 
shares have been received from hold- 
ers of 50% of the shares. 

The reason given for the mutual- 
ization plan is that “as the company 
has increased in size, its funds have 
become in large part assets held on 
behalf of policyholders. Thus, policy- 
holders now have a predominant in- 
terest in the company and shareholder 
capital is no longer needed.” 

The letter to the shareholders reveals 
that the M. R. Gooderham trustees 
who hold approximately 45% of the 
outstanding shares have obtained leg- 
islative authority to sell their shares 
to the company. 


All Lines Selling Practices Are 
Explained At Alabama Agents Rally 


In a talk on all lines underwriting 
at the annual convention of Alabama 
Assn. of Insurance Agents, Donald E. 
Hanson, vice-president Aetna Life, 
said that the $156 million of life 
insurance paid for by the group’s 
casualty agents last year was $21 mil- 
lion more than the total paid for by 
all Aetna Life and Aetna Casualty 
agents 15 years ago. 

Albert H. Wohlers, vice-president 
and A&S manager of Youngberg-Carl- 
son Co., Chicago general agency, stated 
that writing of A&S was the job of 
the general insurance man. 

Mr. Hanson explained that the ma- 
jority of Aetna Casualty agents are 
writing life and need help from the 
life general agent or supervisor in 
doing so. Those not writing life either 
have no interest in it or feel they 
can better serve their clients by 
specializing in property coverages. 


Require Specialized Help 


He said the majority of Aetna Life 
agents write general lines and also 
require specialized help. There are 
two types of life agents who do not 
write these lines. They are: (1) The 
new life agent being financed by his 
general agent who directs him to seek 
the larger first year commissions from 
life and group sales to justify finan- 


cing; and (2) the career life agent. 


who operates principally in the ad- 
vanced field of estate analysis, pension 
trust, and business life as well as in 
simple programming and group sales. 

The agent, not the company, largely 
determines what lines he will write, 
Mr. Hanson said. 

“Our life general agent has to fur- 
nish his own services or those of a 
well trained, competent supervisor to 
secure life business from our casualty 
agent because the latter is not willing 
to introduce just anyone to clients he 
has worked years to establish and he 
doesn’t have time to learn all the 
ramifications of the life business him- 
self. In the same way our life agent 
leans heavily on our casualty branch 


manager or general agent and their 
associates for assistance in writing the 
more complicated and more profitable 
general lines. That is a problem any 
company going into all lines must 
weigh,” Mr. Hanson explained. 

He noted that there are 108 company 
groups that include a life company 
of which 30 are controlled by credit 
or finance interests and confine their 
underwriting to insurance on the lives 
and property of installment borrowers. 

Mr. Wohlers stated the general in- 
surance agent today has “to write 
business that is profitable to the 
insurance company or we can’t stay 
in business.” He said he never heard 
of a company in the A&S business 
that didn’t want to write more of that 
line. 

Mr. Wohlers pointed out that the 

(CONTINUED ON PAGE 35) 
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Illinois A&H Assn. 
Receives Plaudits, 
Sales Helps At Rally 


By WILLIAM H. FALTYSEK 


Illinois State Assn. of A&H Under- 
writers held its annual sales congress 
May 7 as its part of the state's 
A&H Insurance Week declared by 
Gov. Stratton for May 4-11. Meeting 
at Prudential’s Chicago regional home 
office auditorium, Vice-president 
James E. Rutherford welcomed the 
nearly 200 A&S men in the name of 
Prudential and said “your cause is 
a good one; if you do not step out and 
sell, we are going to have more govern- 
ment encroachment in this business, 
We have a definite obligation to go 
out amd sell the people A&S, since 
the public is not by any means covereg 
to the extent it should be, and if we 
don’t do it, the government will.” 

Gail L. Shoup, general agent Lincoln 
National Life, Grand Rapids, Mich, 
and vice-president of International 
Assn. of A&H Underwriters, brought 
greetings from IAAHU and pointed 
out the main purpose of the national 
organization as being to serve state 
and local bodies, whose role in tur, 
is to serve the public, and that the 
national association is no stronger than 
the total of the local units working 
together. 


Credits Legislative Program 


Director Joseph S. Gerber was 
scheduled to be on the program, but 
time ran out before his appearance, 
since he had to leave for Springfield. 
However, during the meeting, Mr. 
Gerber spoke to officials of the Illinois 
association and said that A&H insur- 
ance has been cured of many of its 
evils in recent years and gave credit 
to the positive state legislative pro- 
gram and to the members of insurance 
industry. 

He said that “complaints have 
dropped markedly, especially in the 
last year, and legislation controlling 
advertising was a great help.” He also 
mentioned that the Illinois department 
intensified examination of policy forms 

(CONTINUED ON PAGE 25) 








Shown at annual sales congress of Illinois State A&H Assn., from left, 
John H. Palmer, vice-president Robert Palmer Corp., sales counsellors, Chi- 
cago; C. C. Elson, general agent Mutual Benefit H.&A. at Des Moines; 
L. Shoup, general agent Lincoln National Life, Grand Rapids, Mich. 
vice-president of the international association, and Frank O. Watt, group 


supervisor Washington National, Chicago. 


and 
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Sometimes the most interesting differences are found 
between similar things. In our business the differences 
between the policies and programs of one company 
and another serve the public by offering choice and by 
keeping the industry competitively healthy. 

Here, for example, is a run-down of certain plans avail- 
able with New England Life. While the purposes they 
serve are similar to those served by other companies, 
there are a number of important distinguishing features. 


FAMILY PLAN For each $5,000 of permanent insurance 
on the father, $1,000 term (maximum 3 units) may be 
provided for wife and children ($500 before six months). 
Expiry date is at wife’s age 55 or 65; insurance on children 
to age 25 or expiry date if earlier. When the father al- 
ready has permanent insurance with New England, this 
can qualify additional units up to three after the first unit 
is established with a new base policy of $5,000. 


ONE-APP PLAN An alternate plan for establishing per- 
manent insurance on family members. When the father 
takes out his policy, a single non-medical application can 
be used to request policies on his wife and children. 


AUTOMATIC MONTHLY PREMIUM Policyholder simply 
authorizes bank to make payment when premium notice 
is sent to bank by the company. 


EXTRA PROTECTION RIDER We now offer a choice of a level 
term rider either for 10 years only, or for 10 years with 
privilege of renewing for an additional 10 years. 


DIVIDENDS GRADED BY SIZE ON NEW ISSUES Larger 
policies get increased share of dividends — no reduction 
in gross premiums or commissions. 


LARGER SURRENDER VALUES On ordinary life policies of 
$15,000 or more issued after November 1, 1957. 


RETIREMENT INCOME CONTRACT Guarantees an attrac- 
tively high rate of monthly income at low cost. 


JUNIOR ESTATE BUILDER Choice of two plans. Excellent 
cash value picture. 


PENSION PLANS Fully insured or combination, automatic 
issue up to $25,000 (subject to state laws) with increases 
allowed up to twice the initial limit, maximum $40,000; 
sub-standard, graded death benefits, special contracts for 
older ages and short duration. 


GROUP MAJOR MEDICAL Offering the unusual Progres- 
sive Maximum feature. This allows employees, who have 
exhausted their maximum in benefits paid, to become 
eligible for further benefits automatically and without 
medical examination. 


* * * 


New England Life agencies solicit surplus and brokerage 
business. Expert assistance will be offered. 


NEW ENGLAND 
Miu L1 ¥ EB fee oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA— 1835 
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T. H. ROBELOT SAYS: 
Bigger-Policy Trend 
Doesn't Eliminate 
Smaller Contracts 


“We can recognize the trend toward 
larger policies and at the same time 
remember that such a trend does not 
eliminate the smaller policies,’ T. H. 
Robelot, director of combination agen- 
cies for Liberty Life, told the LIAMA 
combination companies recent confer- 
ence in Asheville, N.C. 

“Should we not continue to serve all 
markets as they exist in our area 
rather than specialize in one or two to 
the detriment of another? A return to 
the fundamentals of life insurance 
selling, using recently devised plans 
and methods, will insure sound and 
constant growth for us, greater job 
satisfaction for our agents, and more 
realistic and longer lasting coverage 
for the public.” 

Mr. Robelot defined the basic mar- 
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ket as families earning $5,000 or less 
per year. He pointed out that over 50% 
of the income-producing people in the 
U.S. earn less than $4,000 and about 
37% earn less than $3,000. He said 
that these people are accustomed to 
spending their money in the manner 
in which they earn it—by the week or 
month, thus affording a vast market 
for the combination agent. 

“Are our agents bypassing this 
enormous market,” Mr. Robelot asked, 
“simply because the small premium 
sale is no longer in style or because 
we have indicated by our actions and 
attitudes that we are primarily con- 
cerned with the sale of large volume 
ordinary policies and are willing to 
forget the small sales of weekly pre- 
mium ‘and monthly debit ordinary? 
Have we forgotten that the basic in- 
come market has long provided the 
compensation base which allows our 
agents to live and grow in this great 
business and provide life insurance 
coverage for all and not just the few 
who make up the larger income 
groups on the debit?” 

The speaker believes that there is a 
market for weekly premium and small 
monthly debit ordinary for the low 





GROWING IS SUCH A HUMAN THING 


In April, 1958, the Crown Life Insurance Company passed Two 
Billions of Insurance in Force. The only Billion Dollar Canadian 
Company organized in the twentieth century, it has doubled its 
volume of business in a little over five years. 

Crown Life, like any family, measures its growth in human values. 
The measure of a company is in the people it serves—the Crown 
Life policyowners. Their continued faith in their own future and 
the future of their families, depends on their life insurance to provide 


financial peace of mind. 


We are proud of our Crown Life representatives, whose under- 
standing of their clients’ dreams and objectives gives them the 
insight to intelligently plan life insurance to achieve its ultimate 


goal ... family happiness. 


Crown LIFE 


“eran ENSURANCE COMPANY rononro, canana 











wage earners who must make the 
choice between no protection and that 
offered by weekly premium and 
monthly debit ordinary. He pointed 
out, too, that there are millions of 
families who prefer to spend their in- 
come on a weekly basis. 

“We believe that such a market 
does now exist and will continue to 
exist so long as we employ the debit 
system as the primary method of life 
insurance distribution,” he said. 

Mr. Robelot admitted that inroads 
had been made in weekly premium 
and MDO among the basic income 
group by family plan and group insur- 
ance. He urged, however, that this 
should be in addition to basic individ- 
ual coverage and not a replacement 
for that insurance now owned by the 
individual. 

“Unless we are willing to continue 
to serve the basic income market in 
the same efficient manner in which 
we have served it in the past, we are 
quite likely to find that we are not 
performing the service for which the 
debit system was created, that of 
reaching the masses. In time, the re- 
sult of this neglect of the basic market 
will become more and more apparent 
in turnover of men and business, both 
costly to any company. Perhaps now 
is the time for us to evaluate our po- 
sition and look to the future.” 


SEC Reports Rise In 
Insurance, Pension 
Plans During 1957 


WASHINGTON—Securities & Ex- 
change Commission, reporting on vol- 
ume and composition of individuals’ 
saving in 1957, deals with insurance 
and pension reserves as follows: 

“Equity in private insurance and 
pension reserves, which in each of the 
past five years has comprised the 
largest component of financial saving, 
increased by $7.9 billion, practically the 
same as in 1956. The breakdown of the 
total indicates that the increase in 
equity in private insured pension re- 
serves was $1.4 billion and in private 
life insurance was $3.8 billion—the 
latter being less than in any of the 
four preceding years. 

Individuals’ equity in non-insured 
pension reserves, also covered in this 
component, is estimated to have grown 
by $2.7 billion in 1957, $300 million 
more than in 1956. 

“Individuals’ saving in government 
insurance and pension reserves 
amounted to $2.3 billion in 1957, the 
lowest rate of accumulation since 1950. 
Reflecting the expansion in coverage 
under the 1956 amendments to the 
social security act, old-age benefits 
during 1957 amounted to a record 
$17.3 billion. This was higher than the 
income from taxes and interest and 
produced the first annual deficit in 
the old-age and survivors insurance 
trust fund since its inception. Unem- 
ployment benefits: in 1957 were $1.9 
billion, the highest since 1954. Saving 
in the form of government retirement 
and insurance systems amounted to 
$2.4 billion.’ 

SEC said its fourth annual survey 
of corporate pension funds, covering 
1957, will be completed within the 
next two months. 


New S. F. Oftice For Cal. Assn. 


California State Assn. of Life Under- 
writers will expand its state offices 
into new and larger quarters in San 
Francisco’s Chancery building, 41 Sut- 
ter street. The move was necessitated 
by expansion of the association’s activi- 
ties in the past two years. 
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HANCOCK MEETING 


Elliott Sees Huge 
Sales Resurgence 
After Recession 


Despite the recent slowdown in the 
American economy, which may affegt 
the life insurance 
industry tempor- 
arily, the potential 
of the business is 
tremendous be- 
yond prediction, 
Byron K. Elliott, 
president of John 
Hancock, said in a 
talk at the annual 
agency leaders’ 
meeting at Holly- 
wood Beach, Fla. 

Noting the con- 
tinuing increase in 
the amount of life insurance being 
purchased by American families each 
year, coupled with rapid population 
growth across the nation, Mr. Elliott 
said, “When you observe these figures 
against the background of still inade- 
quate coverage—the life insurance of 
the average family representing less 
than a year and half’s income of the 
breadwinner—you cannot help but be 
optimistic about the future of the 
business. 








Byron K. Elliott 


Can Learn From Recession 


“What we learn from a temporary 
recession is simply that the qualities 
of industry and dedication are more 
important than ever,’ said Mr. Elliott. 
He urged them to keep in mind the 
over-all significance of their efforts, 
adding that “the America we know 
today would doubtless not have been 
possible had it not been for the steady 
growth of the life insurance industry 
over the past century.” 

“Because of the changing pattern of 
American living, it is no longer just 
one aspect of a policy owner’s future 
which concerns the life insurance 
agent,” Mr. Elliott continued. “A life 
company’s contracts have become so 
adaptable, and cover so wide a range 
that you can fit them in as a major 
part of the individual’s total provision 
for security. This means that the pro- 
fessional life insurance agent must 
meet expanding opportunities with 
growth in both knowledge and skill.” 

Mr. Elliott congratulated the general 
agency leaders on their record sales 

(CONTINUED ON PAGE 24) 
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Society Of Actuaries 
Adopts Professional 
Conduct Standards 


Society of Actuaries has adopted a 
set of criteria, designated Guides to 
Professional Conduct. 

While no mention is made of it in 
the announcement, it is evident from 
examination of points 7-10 inclusive 
that one aim of the Guides is to put a 
brake on over-optimistic assumptions 
made in connection with insured pen- 
sion plans. These have been subject 
to widespread criticism. They have 
frequently been a major factor in an 
employer’s decision on whether to use 
an insured or uninsured plan. 

“The society’s board of governors 
considered it desirable to put into 
written form the principles which its 
members have been voluntarily ob- 
serving in their professional relations 
with their clients, employers, and 
others,” the society’s announcement 
states. “The Guides were accordingly 
drafted by a committee under the 
chairmanship of Wilmer A. Jenkins, 
executive vice-president of Teachers 
Insurance & Annuity Association. 

“Although the actuarial profession 
has been singularly free of instances 
of unprofessional conduct over its 69- 
year history, it was thought that the 
adoption of an official written state- 
ment might assist in maintaining the 
high standards of the profession and 
in clarifying the actuary’s responsibili- 
ties to society at large, to his client 
or employer, and to his professional 
associates.” 


Gives Aids On Conduct 


The Guides deal with precepts and 
principles that are intended as aids to 
members of the society when they 
may encounter questions of profes- 
sional conduct. The 14 points covered 
are as follows: 

1. The member will continually 
abide and be guided by the motto of 
the society: “The work of science is 
to substitute facts for appearances 
and demonstrations for impressions.” 

2. The member will promote a 
wider understanding of the _ signifi- 
cance of membership in the society, 
and will maintain the high standards 
of the society by avoiding even the 
appearance of any questionable prac- 
tice. 

3. The member will conduct his 
professional competition on a _ high 
plane. He will avoid unjustifiable or 
improper criticism of others and will 
recognize that there is substantial 
room for honest differences of opinion 
on many matters. 

4. The member will act in profes- 
sional matters for each client or em- 
ployer with scrupulous attention to 
the trust and confidence that the re- 
lationship implies, and will have due 
regard for the confidential nature of 
his work. 

5. The member will bear in mind 
that the actuary acts as an expert 
when he gives professional advice and 
he will give such advice only when he 
is qualified to do so. 

6. The member will not provide 
actuarial service for, or associate pro- 
fessionally with, any person or organ- 
ization if he has reason to believe that 
the results of such service or associa- 
tion are likely to be used in a manner 
inimical to the public interest or the 
interests of the actuarial profession, or 
to evade the law. 

* 7. The member will submit unqual- 
ifiedly an actuarial calculation, certifi- 
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Agent Should Deter To Others On Estate 
Team In Counseling, Take Lead On Action 


cate, or report only if he knows it to 
be based on sufficiently reliable data 
and on actuarial assumptions and 
methods that, in his judgment, are 
consistent with the sound principles 
expounded in the course of study of 
the society, or in recognized texts, 
sources or precedents relevant to the 
subject at hand. In the absence of 
such knowledge, or if the member 
believes that other expert review is 
also desirable, his submission will in- 
clude appropriate qualification of his 
findings. 

8. The member will recommend 
for the use of his client or employer, 
premium or contribution rates, divi- 
dends, standards of valuation, or other 
related actuarial functions only if, in 
his opinion, they are based on adequate 
and appropriate assumptions and me- 
thods. If, nonetheless, other assump- 
tions or methods are specified by the 
client or employer, the member will 
include a qualification thereon in any 
applicable certification, communication, 
or report which he may be called upon 
to issue over his name. 

9. The member will not make or 
sponsor any actuarial calculation, cer- 
tificate, statement, report, or compari- 
son, or give any testimony or inter- 
view on such matters, which he has 
reason to believe is false, materially 
incomplete, or misleading. 

10. Where appropriate for the ob- 
jective use of a certificate or report, 
or in any event on the request of his 
employer or client, the member will 
include a statement of the principal 
actuarial assumptions and the general 
methods adopted for his computations. 

11. The member will recognize his 
ethical responsibilities to the person 
or organization whose actions may be 
influenced by his professional opinions 
or findings. When it is not feasible for 
the member to render his opinions or 
findings direct to such person or 
organization, he will act in such man- 
ner as to leave no doubt that the 
member is the source of the opinions 
or findings, and to indicate clearly the 
personal availability of the member to 
provide supplemental advice and ex- 
planation. 

12. The member will not serve more 
than one client or employer where a 
conflict of his professional interest 
may be involved unless there be a full 
disclosure to all parties concerned, 
and such parties request and acquiesce 
in the engagement of his services. 

13. The member will sign actuarial 
recommendations, certificates and re- 
ports, if he be acting as an employe, 
only over a title conferred by his em- 
ployer if any title is used. Nevertheless, 
in any capacity, the member may 
append to his signature the designa- 
tion: “fellow of the Society of Actuar- 
ies” or “FSA,” or “associate of the 
Society of Actuaries” or “ASA,” as the 
case may be. The member will not 
use as a signature title the designation 
“member of the Society of Actuaries.” 
The member will use a designation 
dependent upon elective or appointive 
qualification within the society, such 
as “president,” “member of the board 
of governors,” or “member of the ex- 
amination committee,” only when he 
is acting in such capacity in behalf 
of the society. 

14. The member will recognize his 
personal responsibilities under these 
guides whether he acts as an indivi- 
dual or through a partnership or his 
employer. 

Southern Wisconsin Assn. of Life 
Underwriters elected Leon Stennerson, 
Clinton, president; James _ Skelly, 
Janesville, vice-president; and Clare 
Eddy, Beloit, secretary-treasurer at 
its meeting at Janesville. 


NEW YORK—tThe estate-planning 
team—agent, lawyer, accountant, trust 
officer—are all selling and should be 
proud of it but when it comes to the 
counseling aspect of an estate-plan- 
ning job the life man should step back 
a little because the others are recog- 
nized by the client as being more in 
the counseling line. However, when it 
comes to taking action on the team’s 
recommendations, then the life agent 
is in the best position to get action 
and he should take the lead. 

This was the advice of Vincent B. 
Coffin, senior vice-president of Con- 
necticut Mutual Life, who addressed 
the luncheon during the annual estate 
planner’s day meeting of New York 
City CLU chapter. 

Mr. Coffin also cautioned that the 
agent who neglects his clients will 
find that he is losing too many of 
them as compared with the lawyer or 
accountant, because the client does not 
have the same relationship with his 
life agent as he does with the others 


CENTRAL LIFE 


that would cause him to seek out the 
life agent when he has a problem that 
the agent could solve. 

The morning session opened with 
the showing of a film put out by New 
York State Bankers Assn. trust divi- 
sion entitled So Little for Eve, giving 
a complete picture of what happens 
to a widow and her family where a 
substantial estate is involved. 


Panel Analyzes, Prescribes 


Afterward, the situation described in 
the film was analyzed and prescribed 
for by a panel representing an estate- 
planning team: Roy Plaut, attorney, 
Reuben Mandel, accountant, Earl Mac- 
Neill of Irving Trust Co. of New York, 
and Edwin M. Jones, counsel of New 
York Life, who took the part of the 
agent. The lawyer, accountant and 
trust officer were as emphatic as the 
life insurance man about the need for 
a substantial amount of life insurance 
to protect the family and the dece- 
dent’s business. 


A leader and... 





Preferred Combination Life (PCL) 
. with true graduated premium! 


Disability Income Continuance (DIC) 
. revolutionary new disability income! 


Preferred Investment Plan (PiP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
. one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 
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son learns to assume responsibility, 
he is a good life insurance prospect.” 

The speaker pointed out that many 
draftees are newly married or are 
contemplating marriage. This is true 
also, he _ said, of non-career of- 
ficers who receive their commissions 
through ROTC and other such sources. 
Mr. Henderson also indicated that 
men who are in the reserve and who 
take six months of active duty are 
good prospects. 

Turning to the career servicemen, 
the speaker pointed out that this 


Serviceman Needs Programming, Same 
As Civilian, LIAMA Parley Is Told 


Many factors have combined to the non-military person. He is con- 
make the military man of today an fronted with the same financial prob- 
excellent prospect for life insurance, lems of living too long or dying too 
T. P. Henderson Jr., manager of soon.” 
southwest territory for National Life Mr. Henderson divided the military 
& Accident, told LIAMA’s combina- market into two categories: career and 
tion companies conference in Ashe- non-career. Considering the non-career 

- ville, N. C. servicemen Mr. Henderson said, “It 

“A married career military man’s doesn’t take the military long to 

situation is no different from that of teach responsibility, and once a per- 
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group consists of the majority of the 
officers and those enlisted men hold. 
ing the top ratings. 

“The vast majority are married ang 
have families,” he said. “Their finan- 
cial needs are not too different from 
those of civilians.” 

Mr. Henderson said that in case of 
a serviceman’s death his family re 
ceives dependency and _ indemnity 
compensation, social security and 
some lump-sum benefits and if he 
lives to retirement he will receive 
75% of his pay. The speaker then 
pointed out the deficiences of a goy- 
ernment plan: 

1. The dependency and indemnity 
compensation depends on the rating 
or rank of the individual. 

2. For two or three more years sur- 
vivors benefits under social security 
to servicemen’s dependents will be 
lower than civilians’ because service- 
men only began last year to pay social 
security taxes like civilians. 

3. At the serviceman’s death his 
family must vacate the government 
quarters or will cease to receive quar- 
ters allowance. 


Program The Service Man 


“If you program the serviceman, 
you will find a financial need for a 
housing fund, educational funds, de- 
pendency period income, adjustment 
income, income for the widow during 
the social security blackout period, 
and other needs not met by govern- 
ment benefits,” Mr. Henderson said. 

The speaker also reminded his au- 
dience that since April, 1951, Uncle 
Sam has not sold insurance. He said, 
too, that a thorough and _ intelligent 
plan of retirement cannot be put into 
effect with only government retire- 
ment benefits. 

Mr. Henderson mentioned _ that 
women in the armed services are ca- 
reer women and are good prospects for 
life insurance, with needs similar to 
other women. 

He said that the father of a son who 
is soon to enter military service is a 
prospect for insurance on that son. 
The son will have adequate life in- 
surance protection when he goes into 
the service at permanent: low premi- 
um rate and the policies bought now 
do not contain a war exclusion clause. 


Lists Six Advantages 


There are six big advantages of 
purchasing life insurance on young 
men and women, according to Mr. 
Henderson. 

1. The habits of thrift created in 
the young through ownership of a life 
insurance policy. 

2. Protection of insurability through 
ownership of life insurance at a young 
age. 

3. Creating early in life a sense of 
responsibility which comes to the 
young man and woman with under- 
standing of what life insurance means 
and what it can do. 

4. Getting a younger person started 
early on a program of sound invest- 
ment. 

5. The younger person’s recognition 
of life insurance as a source of pro- 
tection throughout, as a source of a 
growing emergency fund from youth 
through maturity, and finally as a 
source of much-needed addit:cn to re- 
tirement income when he no longer 
can produce income through personal 
services. 

6. Life insurance in _ reasonable 
amounts on the young man nearing en- 
try in the military service, purchased 
originally by an older person in his 
immediate family, has become as 
much a logical part of youth’s up- 
bringings as the teaching of manners 
and morals. 


May 
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dynamic new dimensions 
of The Guarantee 


Snug in our steamlined new home office building, we invite you to visit us 
and tour the new quarters. Already we have been told that its warmth, effi- 
ciency, and the “tomorrow’s look” about it set a new standard for the insur- 


ance industry. 


Progressiveness is something everyone talks about—but here it is all 


around you. 
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design applies to the modular : : i ia oe 
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dimensions that are charted for careful planning with future growth in mind. Vitality of The Guarantee and 


our future. pace-setting sales achievements day after day could suggest no other course. 
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Peirce Cites Role Of 
Debit Insurance In 
Spread Of Protection 


“The debit system has made a tre- 
mendous contribution in spreading the 
gospel of life in- 
surance,” LIAMA 
Managing Director 
Frederic M. Peirce 
said at the LIAMA 
combination com- 
panies conference 
in Asheville, N. C. 

“The debit sys- 


tem has many 
strengths — close 
personal contact 





between the agent 
and family, a com- 
pensation system 
providing basic income while the agent 
is developing into a full-fledged life 
underwriter, the intimate relationship 
between agent and assistant manager 
with its attendant opportunity for close 
supervision, a clearly defined market 
which can be cultivated intensively 
and many income groups within that 
market to be tapped,” he said. “But we 
should not forget that it is a system, a 
method of distribution, and that the 
measure of our management will be 
how successfully we build on_ its 
strengths.” 

Mr. Peirce agreed that the measure 
of management is the effectiveness of 
the use of the principal tools—money 
and men. 

“Money is becoming increasingly 
important,” he said. “Home office ad- 
ministrative procedures have been 
streamlined and automated to the point 
where but little more savings in cost 
of operation are likely. Top manage- 


Frederic M. Peirce 
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ment now is looking at distribution 
costs and wondering a bit how much 
wastage there might be.” 

The speaker mentioned turnover and 
lapse as two items which continually 
increase these costs. 

“Cost is, to a major degree, a func- 
tion of sales management,” Mr. Peirce 
said. “High production of business per 
man, per staff, and per district and 
high persistency of both men and 
business will go far toward producing 
favorable cost ratios. Therefore, the 
most effective way in which we can 
use the raw materials of money is 
to invest it in good sales management, 
in good men.” 

The speaker asked: “Do you have in 
positions of line responsibility, men 
who have successfully done the job 
they are now trying to help other 
managers do? Can you expect them to 
be effective if they have not? Or can 
you expect to have their suggestions 
accepted by those who know they have 
not?” 


“Talent Costs Money” 


“Talent costs money,” Mr. Peirce 
said. “Successful field managers can- 
not be tempted into home office jobs 
at much financial sacrifice, but it is 
an investment which will pay sub- 
stantial dividends and make your job 
much easier. 

“Successful field management is a 
prime requisite for home office man- 
agement, but it will not do the whole 
job. The view of the home office as 
seen by the manager is as different as 
the view of the manager as seen by 
the agent. A training program for the 
agency department staff is needed in 
order that they will understand the 
company’s philosophies, get a new 
perspective of the over-all pattern of 
the sales department’s operations, see 
where they and their responsibilities 
fit into the whole. It is said that a 
manager tends to create men in his 
own image. You are the manager of 
your agency department staff and the 


(CONTINUED ON PAGE 30) 





Cal.-Western States Life 
To Keep Old Group Rates 


California-Western States Life 
plans no increase in its basic rates for 
new group cases, according to Neil E. 
Simpson, vice-president and manager 
group agencies, speaking at the com- 
pany’s annual group conference held 
at Pebble Beach, Cal. 

Mr. Simpson said, “We _ recognize 
the necessity for rate increases in 
many cases, but our company is 
adopting the selective rating concept 
to avoid any across-the-board rate 
increase measures for new hospital, 
surgical, medical and weekly indem- 
nity business.”” He added the company 
is abandoning the use of basic rates 
in favor of selective rating “to protect 
both the broker and employer from 
costly and embarrassing rate increases 
that other rating methods often bring 
about after the case enters its second 
year.” 

Also introduced at the group con- 
ference was a new line of retirement 
income plans for firms with a minl- 
mum of five employes. William Ry- 
den, California-Western pension ana- 
lyst, made this presentation. Other 
speakers were: Carl Fenner, superin- 
tendent group sales; Harl Bennett, 
manager group’ underwriting; and 
Robert Reiche, manager group actuar- 
ial department. 

Robert E. Murphy, president, made 
the keynote address at the four-day 
meeting and congratulated the group 
department on having increased the 
company’s group life in force by more 
than $500 million in the last 12-month 
period—doubling the amount in force. 
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ribusion | Baker Cites Success 
Ww much 
wver ana | Of Study Course On 
ntinually a - ° 
» tue. | Managing A District 
r. Peirce The success of LIAMA’s | study 
ness per | course in district management was 
rict and } discussed by Executive Director Don- 
1en and | ald A. Baker at LIAMA’s combina- 
roducing | tio companies conference in Ashe- 
ore, the | ville, N. C. He said 14 local general 
we can | agents and managers associations had 
1oney is | already conducted study courses with 
agement, | 200 managers participating. 

“Since GAMC began promoting the 
have in | study course in district management, 
ty, men | four moderators’ conferences have 
the job | been held. As a result of the most re- 
P other | cent one we are expecting 10 addi- 
them to | tional associations to conduct the 
Or can | course and we hope that 140 to 150 
gestions | district managers and their assistants 
1ey have | will complete the study program this 

year,” he said. 

Mr. Baker said that according to 

those who have completed the course 
. Peirce | the real value of the study course 
ers can- | when held on the group discussion 
tice jobs | basis is the fact that the study mate- 
ut it is J rial deals with general methods of 
ay sub- | agency management. This is supple- 
your job | mented in the class discussion with 
specific procedures used by members 
nt is a | of the class. This fits the principles of 
ce man- | agency management into the specific 
e whole | local conditions in the various locali- 
’ffice as | ties where the course is conducted. 
—— by LIAMA Developed Course 
for the The study course in district man- 
eded in | agement was developed by LIAMA 
and the | and is promoted and administered by 
a new local managers associations. In 
ttern of | charge of each of the meetings is a 
ons, see moderator who is_ responsible for 
sibilities guiding the discussion and bringing 
that a out important points. Most of these 
1 in his moderators have attended moderators 
lager of | conferences, at which LIAMA staff 
and the members instruct in the job of the 
moderator and give ideas on how to 
= conduct a discussion class successful- 
ly. 
fe Mr. Baker said each man who had 
completed the study course was asked 
ates to answer this question: “How much, 
Life percentagewise, has the study course 
ates ie ne district management helped you in 
Neil E. | ™proving your management meth- 
manager | ds?” 
1e com- The answers received by GAMC 
ice held | ranged from a 10% to a 75% im- 
; provement, the average being a 47% 
ecognize | increase in the effectiveness of man- 
ases 10 agement procedures, Mr. Baker said. 
any is 
concept TT 
i= To Hold Hearing On Rates 
indem- | For New York Blue Cross 
os The New York department will hold 
protect a public hearing June 2 at the New 
- tan York County Lawyers Assn. building, 
rcreaaal 14 Vesey street, on the application of 
n bring the New York Blue Cross plan, As- 
ee sociated Hospital Service, for an in- 
crease in rates. 
1p con- . rhe department some time ago re- 
irement jected an application for an increase. 
. ae The then superintendent, Leffert Holz, 
o_o told the plan to continue to use up its 
in ae po plus and then re-apply for the 
Other crease. 
uperin- Z yan 
3ennett, | Republic National Holds Seminar 
y- and ; Twenty-four insurance executives 
‘actuar- Tom nine states attended an agency 
ne wens - Dallas conducted 
reinsur ivisi - 
tr, made | lic National Life. ee 
oe Objectives of the seminar included 
= ihe training plans, sales techniques and 
5 pea underwriting. Guest speakers were 
7 pneo. P. Beasley, president; Jack R. 
< pe Orris, vice-president public relations; 
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Robert P. Brady, vice-president and 
actuary reinsurance; and W. N. Stan- 
nus, vice-president reinsurance. In- 
structors were Clarence J. Skelton, 
senior vice-president and coordinator 
of production planning; Lyman 
King, assistant vice-president and 
training director and Charles Walters, 
assistant training director. 


Postpone Hearings On New 


Ark. Insurance Code 


LITTLE ROCK — Commissioner 
Combs recently announced that open 
hearings on Arkansas’ proposed new 
insurance code have been postponed 
until July 16. Hearings will be con- 
tinued through the week of July 23. 
Originally, the hearings were to begin 
May 16 and continue through the week 
of May 26. Delay in printing about 
1,000 advance copies of the newly 
written code made _ postponement 
necessary. 


Ill. Mutual L.&C. Sets Annual 

Illinois Mutual Life & Casualty will 
hold its annual meeting in Peoria, May 
25-27. Qualifying agents and super- 
visors from the 14 states in which 
the company operates will attend. 


_ 


_ ___.............................. 
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FRIEDNER TELLS CONFERENCE: 





Combination Agents Have Neglected Big 
Opportunity In Middle-Income Market 


The combination agent has detinite 
advantages over other insurance men, 
R. Walter Fried- 
ner, 2nd vice-pres- 
ident of Washing- 
ton National, told 
LIAMA’S combin- 
ation companies 
conference in 
Asheville, N. C. 

“When he starts 
in the insurance 
business he is 
handed a collec- 
tion book that is 
a virtual gold 
mine to him, if 
properly used,” he said. “He has the 
advantage of starting in the insurance 
business with a basic salary through 
his collection commissions and in ad- 





R. Walter Friedner 
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GOOD 
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HOME OFFICE NASHVILLE, TENNESSEE 


dition, commission on sales to supple- 
ment this income.” 

Mr. Friedner pointed out that the 
middle income market has been neg- 
lected by combination agents. “We in 
the insurance business have failed to 
bring the real message of life 
insurance needs to this large segment 
of the buying public. Our competitors 
for the consumer’s dollars have been 
better salesmen than we have been 
over these past several years. We have 
failed to paint dramatically the picture 
to this middle income group of their 
need for more life insurance to keep 
their financial status on a par with 
their changing economic status.” 

In defining this “middle income 
market,” Mr. Friedner said that it is 
comprised today of people in the salary 

(CONTINUED ON PAGE 34) 
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These are the signatures of the Metropolitan ‘‘Millionaires’? who were 
at the Beverly Hilton Hotel, Beverly Hills, California, on May 12 for a 
series of business meetings. 
Applications for $1,000,000 or more of Life insurance protection dur- 
ing 1957 were witnessed by each of the men whose names appear above. 
Metropolitan is proud of these men whose ability and effort have put 
them in the forefront of their profession. 
METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY) 
1 Mapison AvENUE, NEw York 10, N. Y- 
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Greatest Influence On Business Outlook 
Is Psychological, Dudley Tells Parley 


“In my opinion the greatest one 
factor which could influence the busi- 
ness outlook for 
1958 is psycholog- 
ical,” Guilford 
Dudley Jr., presi- 
dent of Life & 
Casualty, told 
agency officers at 
LIAMA’S combin- 
ation companies 
conference in 
Asheville, N. C. 

In spite of rum- 
blings and grum- 
blings from sever- 
al quarters, said 
Mr. Dudley, “the economy is sound 
and there are more plus factors than 
minus ones, although the latter have 
received practically all the publicity 
in recent months.” 





Guilford Dudley Ir. 


The speaker pointed out that new 
markets for life insurance are con- 
tinually created and that life insur- 
ance holdings in the U. S. doubled 
from 1950 to 1957. He predicted that 
the life insurance industry will forge 
ahead making even greater progress. 

Pointing to the reasons he feels will 
encourage business progress, Mr. Dud- 
ley mentioned enlarged spending by 
states, municipalities, and the federal 
government; an over-all construction 
rise led by the highway construction 
program; a recovery in _ residential 
building; the boom in missiles; the 
growth of the national. product; and 
the increased needs of a vigorously 
expanding population. 

“Production-wise,” Mr. Dudley said, 
“the only thing you agency men need 
fear is the threat of our field men, 
yours and mine, becoming infected by 








Field-Experienced Management 


The company and the agent are “Partners in Progress.” 


Management has had field experience . . . thinks in terms 


of field problems. In a word . . . the company is geared 


to the agent’s growth and success! 





the defeatists who are seeking to talk 
us into a depression. 

“It is certainly meaningless to talk 
about recession unless we _ consider 
what the economy is receding from 
and where it stands in relation to the 
past. At the present time it is receding 
from the highest peak in our economic 
history and even now it remains at a 
high level compared to the level of 
previous years. 

“T can’t tell you that you won’t have 
to work a little harder, analyze and 
plan a little better perhaps than you 
did last year. From the standpoint of 
merchandising the life insurance in- 
dustry has shucked its complacency 
of old. The industry is in the midst of 
a new era characterized by hard-hit- 
ting competition and almost daily in- 
novations. Those who make every ef- 
fort to keep up will forge ahead. 
Those who don’t will fall behind. 


Stresses Enthusiasm, Enterprise 


“Personally I believe in a free econ- 
omy with as little interference from 
a paternalistic government by ways 
of controls, regulation, confiscatory 
taxation, and even pump-priming as 
possible. Certainly it is the initiative 
and enterprise of the free enterprise 
system which has indeed made Amer- 
ica great and will keep it great with 
the proper leadership in business, in 
management, in labor and in govern- 
ment.” 

Explaining that the word “enthusi- 
asm” is derived from the Greek and 
means “God within you,” Mr. Dudley 
emphasized that “real enthusiasm is 
spiritual in nature.” 

“IT am enthusiastic and optimistic 
about our business, our industry, our 
country and in fact life itself! I can 
see nothing to be gained by negative 
thinking on any score or on any sub- 
ject. 

“It seems to me that we have living 
proof that we see what we are looking 
for. If we think negatively and look 
for minus signs only, there are plenty 
to be seen and we might well lose our 
sense of perspective if we do not look 
at the whole picture. The same thing 
is true if we look at nothing but plus 
signs, of course, but by following a 
policy of preparing for the worst and 
hoping for the best, we can let those 
who want it have their depression 
while we continue to break production 
records.” 


Undue Control Is 
Charged In Hospital 
Suit Vs Smith, Pa. 


Bryn Mawr Hospital, Lankenau 
Hospital and Germantown Hospital, 
all of Philadelphia, have charged in 
Dauphin county court, Harrisburg, that 
the insurance department assumed 
undue control over their affairs by 
dictating rates they can charge Blue 
Cross. A recent Blue Cross rate boost 
of 39.7% for the Philadelphia area 
was accompanied by rejection of a 
10% to 15% increase sought for per 
diem hospital reimbursements. 

The hospitals said that Commission- 
er Smith in granting higher premiums 
to the service but refusing to allow 
increased payments to hospitals un- 
lawfully interfered with the proper 
performance of the duties of hospital 
directors and trustees. 


Wisconsin Valley Assn. of Life 
Underwriters has elected R. P. Benson, 
Metropolitan, president; Stanley 
Gramse, Business Men’s Assurance, 
and Herbert Schopf, Mutual Service, 
vice-presidents; and Howard Stauffer, 
Metropolitan, secretary-treasurer, at 
the monthly meeting at Wausau. 
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Sees Far-Reaching 
Changes As Life 
Insurers Write Fire 


The entry of the life insurance 
industry into the fire and casualty 
field will quickly bring far-reaching 
changes in the distribution of all in. 
surance lines, said Leland T. Waggon. 
er, vice-president for sales of Life of 
North America, in San Francisco at a 
meeting sponsored jointly by the 
northern California CPCU chapter and 
American Society of Insurance Man- 
agement. 

Mr. Waggoner presented a_ frank 
look at life insurance sales methods as 
they may apply to the property and 
casualty field. He called attention to 
the fact that life companies and/or 
their field forces are entering the fire 
and casualty business at a startling 
rate just as fire and casualty compa- 
nies are invading the life field. He 
pointed out that while at the present 
time New York law forbids a life com- 
pany to be in the fire and casualty 
field, there is little doubt that future 
legislation will permit life companies 
to handle other forms of insurance, 
thus increasing the trend to multiple- 
line underwriting. 


Life Agents Make Inroads 


Life general agents, managers and 
agents are also starting to sell fire 
and casualty policies on their own ac- 
count in order to make one-stop in- 
surance service available to their cli- 
ents, said Mr. Waggoner. He pointed 
out that when this occurs, the years 
of efficient sales training provided by 
the life companies quickly bring in- 
roads into the markets of fire and 
casualty producers who do not offer 
all-lines service. 

Mr. Waggoner quoted various stud- 
ies indicating that a large percentage 
of CLU’s and other life agents are 
already selling all coverages. He 
warned that the successful aggressive 
salesman frequently considers his 
“fair share of the market” to mean 
“all of it.” 

Mr. Waggoner told his audience 
that the thousands of life producers 
who may tomorrow enter the fire and 
casualty business are “dedicated 
salesmen—expert in the art of sales 
promotion and with wide personal 
contacts,” and that they will bring 
with them the concepts with which 
they are familiar and which have 
achieved fantastic sales results. 

The life man “has no fear of direct 
billing—in fact he prefers it,” said Mr. 
Waggoner because he wants to spend 
his time selling and developing new 
clients—frequently drawn from the 
fire and casualty agents’ market. 


Has Benefits Of Training 


The life man expects to participate 
in training programs from his com- 
pany, from Life Underwriters Train- 
ing Council, CLU and other industry 
activities, said Mr. Waggoner, and has 
no hesitation about letting the public 
know he is qualified to handle all of 
their insurance needs. 

“The life insurance man is trained to 
study markets and views his markets 
and his policy owners as his own— 
just as does the fire and casualty 
agent,” he said. “Make no mistake 
about it, the life insurance man 1s 4 
highly competitive individual. He 
loves leaders’ lists and contests and 
as he enters other fields will take 
competitive delight in trying to ab- 
sorb what heretofore have been policy 

(CONTINUED ON PAGE 31) 
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Hour By Hour Schedule 
For NAIC Annual Parley 


The hour-by-hour program for the 
annual meeting of National Assn. of 
Insurance Commissioners in Chicago 
June 9-13 has been prepared. There 
are 37 meetings of sub-committees, 
full committees and of the full mem- 
pership. Those of interest primarily 
to life insurance are listed below, title 
of the committee being given followed 
py its chairman and the agenda. 


June 9 


9-10 a.m., Examinations, practice and pro- 
cedures manual revision sub-committee, Wik- 
ler of New York by Julius Sackman: Inclu- 
sion of examination program for employe wel- 
fare funds or development of separate man- 
ual; amend “‘general matters” page to require 
examiner-in-charge to read or permit com- 
pany to read rough draft of report before 
participating examiners leave; amend to ex- 
pedite declination or acceptance of partici- 
pation in examination by requiring answer by 
telegram, or to provide for 60 instead of 30 
days notice prior to commencement of 
examination. 

9-10 a.m., Effect of the sale of variable an- 
nuities in states other than those in which 
sale is authorized sub-committee, Beery of 
Colorado. 

10-11 a.m., Operations of the executive sec- 
retary’s office sub-committee, Parker of 
Virginia. 

10-11 a.m., Use and application of mini- 
mum group life insurance rates under exist- 
ing state law sub-committee, Smith of 
Pennsylvania. 

11-12 a.m., Future sites for NAIC meetings 
sub-committee, McConnell of California. 

11-12 a.m., Credit life and credit A&H model 
bill legislation sub-committee, Gerber of Illi- 
nois: Approve or disapprove the report to be 
submitted on the question of establishing the 
bench mark for credit life and credit A&H 
insurance. 

11-12 a.m., Commercial pension funds and 
trusteed welfare funds sub-committee, Navarre 
of Michigan: Amendments to original NAIC 
union welfare legislation; amendments to 
code of ethical practices. 

1-2 p.m., Analyze and review examinations 
of insurance companies to perfect practices 
and procedures sub-committee, Parker of Vir- 
ginia: Report from industry committee on 
examinations of insurance committees. 

1-2 p.m., Amendment of laws to permit fra- 


ternals to provide family death benefits in 
one certificate sub-committee, Rogan of 
Wisconsin. 


1-2 p.m., Deficiency reserves and mortality 
tables review sub-committee, Sheehan of 
Minnesota. 

2-3 p.m., Problems incident to cancellation 


of A&S policies sub-committee, Beery of 
Colorado. 
2-3 p.m., Variable annuities and pension 


plan funding sub-committee, Gerber of IIli- 
nois: Possibility of dual regulation of varia- 
ble annuities and pension plan funding by in- 
surance regulatory bodies and security com- 
missions of the various states. 

3-4 p.m., Non-profit hospital and medical 
service associations committee, Smith of 
Pennsylvania: Problem of reimbursement for- 
mula between hospitals and service associa- 
tions sub-committee report; study greater 
standardization of Blue Cross and Blue 
Shield regulations sub-committee report. 

4-5 p.m., Valuations of securities sub-com- 
mittee, Humphreys of Massachusetts. 

4-6 p.m., Preservation of state regulation 
committee and federal liaison committee 
(joint meeting), McConnell of California: 
Preservation of state regulation committee re- 
port; Crafts vs FTC; FTC vs Fireman’s Fund; 
National Casualty vs FTC; McGee vs Inter- 
national Life; SEC vs Variable Annuities Ins. 
Co.; American Hospital & Life vs FTC; U. S. 
vs New Orleans Insurance Exchange; Trav- 
elers Health vs FTC; U. S. Senate Bill 1168; 
House sub-committee on government opera- 
tions; House sub-committee on legislation 
oversight; sub-committee and anti-trust or 
monopoly under Senate resolution 231. 


June 10 


9-10:15 a.m., Blanks committee, McCcnnell 
of California: Blanks committee report; com- 
mercial pension funds and trusteed welfare 
fund uniform blanks sub-committee report. 

9-10:15 a.m., Fraternal insurance committee, 
Sullivan of Washington: Amendment to laws 
to permit fraternals to provide family death 
benefits in one certificate sub-committee re- 
Port; discussion of new fraternal code. 

10:30-11:30 a.m., Plenary session, Navarre of 
Michigan presiding. 

No meetings are scheduled for the after- 
noon of June 10, this time being given over to 
‘publication of reports.” 


June 11 


9-10:15 a.m., Examinations committee, Hum- 
phreys of Massachusetts; Examination practice 
and procedure manual revision sub-commit- 
tee; sub-committee to analyze and review ex- 
aminations of insurance companies to per- 
fect practices and procedures of the associa- 
tion examinations. 

9-10:15 a.m., Insurance covering all solvent 
sales and loans committee, Larson of Florida: 
Insurance problems in connection with in- 
stallment sales and loans _ sub-committee; 
credit life and credit A&H model bill legisla- 
tion sub-committee. 

10:30-11:45 a.m., Laws and legislation com- 
mittee, Beery of Colorado: Organization, own- 
ership and certification of insurance company 
sub-committee; sub-committee to study and 
review state laws necessary and essential to 
perfect state regulations; sub-committee to 
study and review the principle of extrater- 
ritoriality of state laws; sub-committee on ef- 
fect of variable annuities in states other 
than those in which the sale is authorized; 
licensing requirement for non-resident brokers. 

10:30-11:45 a.m., Life committee, Sheehan of 
Minnesota: To study group life sub-committee; 
commercial pension funds and trusteed welfare 
fund sub-committee; variable annuities and 
pension plan funding sub-committee; defi- 
ciency reserves and mortality tables review; 


sub-committee to study use of application of 
minimum group life insurance rates under 
existing state laws. 

2-3:15 p.m., Accident & health committee, 
Knowlton of New Hampshire: Sub-committee 
to study reserves for guaranteed renewable 
A&H policies; sub-committee to study prob- 
lems incident to cancellation of A&H policies; 
regulation of advertising sub-committee; house 
confinement provisions in policies of A&H 
insurance sub-committees; definition of ‘“non- 
cancellable insurance” and ‘guaranteed re- 
newable insurance” sub-committee; problems 
in A&H settlements caused by preexisting 
conditions. 

3:15-5 p.m., Executive committee, Hammel 
of Nevada: Executive committee reports; fu- 
ture sites for NAIC meetings sub-committee; 
operations of the executive secretary’s office 
sub-committee; executive secretary’s report; 
blanks committee report; preservation of state 
regulation committee report; conference com- 
mittee report. 


June 12 
10-11 a.m., Zone meetings—zones 1, 2 .and 3. 
11-12 a.m., Zone meetings—zones 4, 5 and 6. 


2-4:30 p.m., Plenary session with Navarre of 
Michigan presiding. 


Milwaukee Assn. of Life Underwrit- 
ers held a testimonial dinner at Tucka- 
way country club for A. Jack Nuss- 
baum, Massachusetts Mutual Life, 
former president of the Milwaukee, 
Wisconsin and national associations. 
Speaker was Lester O. Schriver, NALU 
managing director. 


13 


Nw Mutual To Christen 
Biggest Great Lakes 
Ship Edmund Fitzgerald 


The largest ship to operate on the 
Great Lakes, owned by Northwestern 
Mutual Life, will be christened Ed- 
mund Fitzgerald in honor of the com- 
pany’s newly elected chairman. The 
name was decided upon by the board, 
and has been concurred by the char- 
terer of the vessel, Oglebay Norton 
Co. of Cleveland. 

Construction of the 26,000-ton bulk 
freighter is nearing completion and 
the ship is expected to be christened 
and launched in early June. It will be 
delivered for service in August. 

The Edmund Fitzgeraid, which will 
have Milwaukee as her port of regis- 
try, will be 729 feet long, 39 feet 
deep and will have a breadth of 75 feet. 

Northwestern Mutual also owns the 
steamers Joseph S. Wood, J. Burton 
Ayres, and J. H. Hillman Jr., all under 
long-term charter to Wilson Marine 
Transit Co. of Cleveland. 


Twenty-eight salesmen from 18 
agencies of Bankers Life of Iowa 
attended a home office sales training 
school in Des Moines. 
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VW Long Term Accident 


and Sickness Protection 
VJ Short Term Accident and Sickness Protection 
Yi “66” Hospital - Surgical Plan 
, Package Plan of Health Care Protection 
VJ Indemnity Hospital - Surgical Plan.* 


DESIGNED FOR PRODUCTIVE 
SELLING---ALL WITH.... 


THESE PROVIDENT SALES PLANS ARE 





Renewal Equity gears the policy contract to today’s 
needs and today’s selling. It guarantees continued 
coverage up to plainly stated age limits with prem- 
iums based on current costs. 


* This one is brand new. Every good agent has hundreds 
of prospects among his present clients. 


BROKERAGE BUSINESS INVITED 
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Renews Rote Appeal 


Free Surplus Of N. Y. 
Blue Cross Would Be 
Wiped Out By June 30 


NEW YORK—Associated Hospital 
Service of New York has put in 
another request to the New York 
department for an increase in rates, 
effective July 15. The requested 
increase is about 40%, the same 
amount that recently was turned down 
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by the department. At the time it was 
rejected, the then superintendent, 
Leffert Holz, said the department was 
“prepared to give immediate attent.on 
to any application for an increase in 
rates which may be submitted when 
it becomes apparent that the plan’s 
free surplus will become exhausted.” 

Charles Garside, chairman of the 
A.H.S., said the organization has 
held the line on its rates for almost 
six years, during which time hospital 
costs have risen 44%. 

“Tf Blue Cross is to continue, there 


can be no further postponement of a 
rate increase,” he said. “We are now 
paying over $13.5 million a month. The 
free surplus on Sept. 30, 1957, amount- 
ed to $21 million. By Dec. 31, 1957, it 
had dropped to $14.3 million. As of 
March 31, 1958, it had further dropped 
to less than $5.5 million. At the 
present rate of loss, it will be wiped 
out before the end of June.” 


North American L. & C. reported a 
32% increase in business for the first 
auarter of 1958. Insurance in force 
exceeds $750 million. 














There’s no substitute for experience! Because prompt, efficient handling 
of your inquiries can mean the difference between making or losing 
sales, you'll appreciate Security Mutual’s 71 years of brokerage experience. 


Your Security Mutual General Agent is a man with up-to-date 
) knowledge of the broker’s problems... 
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) to tailor plans to fit your requirements. 


C We figure that’s worth your looking into. Contact your nearest 
\ Security Mutual General Agent for the facts .. 





security mut 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 
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81 EXCHANGE STREET, BINGHAMTON, 


Security Mutual gives you flexible, practical coverage in Life, Non-Can, 
Sickness & Accident, Group, Pension Trust... 
( co-operation and service and dynamic sales helps, too. 
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Sell Agent On Value 
Of Sales Promotion, — 
Says Hancock Expert H 


“We develop an agent for a specialty 
market by selling him on the oppor. 
tunities in the market, by giving him 
the knowledge to service it, and by 
equipping him with the sales pro. 
motional material to develop it? 
Joseph A. Smith, supervisor of sales 
promotion for John Hancock, told the 
combination companies conference of 
LIAMA at Asheville, N. 

“We know we have to sell the agent 
on the value of the sales piece we 
prepare or it would remain untoucheg 
in the display racks, so we furnish 
each man with a ‘sales slant.’ This 
‘sales slant’ gives us the opportunity 
to tell each agent directly the think- 
ing behind a sales piece; why it wag 
designed, how it should be used, the 
extent and quality of the market and, 
where possible, we include additional 
power phrases to use during a sale” 


% 


baste 


Use Life Line Format 

In discussing his company’s entry 
into personal health insurance, Mr, 
Smith said, ‘‘When we develop mater- 
ial for personal health we retain, 
where possible, the same format and 
sales process we use in our life line, 
It then becomes not a problem of 
agent d2velopment so much as one of 
integration of personal health with 
our life line.” 

Mr. Smith explained that before his 
company’s entry into personal health 
insurance the training department 
made an intensive drive to get every- 
one licensed. Weekly bulletins con- 
taining pertinent subject matter were 
then prepared for discussion at agency 
meetings. 


Doesn’t Want Specialists 


John Hancock doesn’t particularly 


want specialists, according to Mr. 
Smith. “If agents spend too much 
time, without proportionate success, 


on special markets they may become 
discouraged and drift out of the busi- 
ness and we’ll have lost what other- 
wise might have been a good all- 
around agent. If they’re too successful, 
we may also lose them. Consequently 
in our training process we concentrate 
on making our agents sensitive to 
needs for insurance and alert to the 
changing situations in people’s lives 
that bring new needs into being.” 

The speaker added, however, that 
this does not mean that his company 
is not interested in specialty markets. 
“In today’s competition for business, 
who can afford to ignore them?” he 
asked. 

“One of the markets that has pro- 
vided increased opportunities for sales 
the past year has been the military 
market,” Mr. Smith said. He ex- 
plained his company’s methods to help 
agents sell to this market, particularly 
by stressing the importance of being 
familiar with the social security, vet- 
eran’s and military benefits in order 
to render service to clients. 

Sales of new ordinary in April were 
the largest in the history of North- 
western National Life and put the first 
four months 12% ahead of the same 
period in 1957. 


Brochure Free 
Scrolls e Illuminated Resolutions 
Certificates 
Walnut e Bronze e Laminated Plaques 
BEAUX ARTS ENGROSSERS 
award specialists 42 
30 No. La Salle St., Chicago 2, Il. Dearborn 2-52 











May 








24, 1959 


ue 
- 
ert i 
- specialty 
1e Oppor. 
iving him 
» and 

ales pro- 
elop it,” 
' Of sales 
, told the 
erence of 


the agent 
piece we 
intoucheg 
e furnish 
int.’ This 
portunity 
he think. 
ry it was 
used, the 
rket and, 
additional 
ya sale” 


y’s entry 
ince, Mr, 
yp mater. 
e retain, 
rmat and 
life line, 
oblem of 
as one of 
th with 


efore his 
al health 
‘partment 
et every- 
‘ins con- 
tter were 
at agency 


rticularly 
to Mr. 
90 much 
success, 
y become 
the busi- 
at other- 
‘ood all- 
iccessful, 
sequently 
ncentrate 
sitive to 
‘t to the 
e’s_ lives 

being.” 
ver, that 
company 
markets. 
business, 
em?” he 


has pro- 
for sales 
military 
He ex- 
; to help 
ticularly 
of being 
‘ity, vet- 
in order 


ril were 
' North- 
the first 
he same 








May 24, 1958 LIFE 1NSURANCE EDITION 15 





38¢ out of every dollar spent on consumer 
goods and services is spent by households 


that read a single issue of (aii 


LIFE gives you a vast, sure and responsive market every single week. 
The average issue of LIFE is read by 15,320,000 households—31% of 
all U. S. households. And these 31% buy 38% of all consumer goods 
and services sold in the United States. 

What a market. And what a selling opportunity, when you know 
for certain that you can reach 38¢ out of every consumer dollar. 

These newly released figures from LIFE’s Study of Consumer Ex- 
penditures reaffirm what LIFE advertisers already know: that all 
across the country, people who read LIFE are the people who are 
receptive to selling messages... the people who actually do the better- 
than-average purchasing. 
No wonder in 1957 advertisers invested $47 million more in LIFE than 
in the next leading magazine .. . more in LIFE than in the next two. 


magazines combined. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by 
U. S. households for consumer goods and services in 1956. 











ADVERTISED IN 


ONLY 
so much selling support...so swiftly, so surely 


gives you 
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HAeNATIONAL UNDERWRITER 


S. Y. Smith Tells How Liberty National 
Develops Capable Managerial Personnel 


Liberty National Life’s goal for de- 
veloping managerial talent and meth- 
ods for achieving them were described 
by the company’s director of man- 
power development, Stanford  Y. 
Smith, at the LIAMA combination 
companies conference recently heid at 
Asheville, N.C. 

The goal of the program, according 
to Mr. Smith, is to build a force of 
field managers who are able to meet 
the needs of what he called the “basic 
market.” 

In discussing his company’s mar- 
ket Mr. Smith said, “The whole his- 
tory of the growth of our company 
has been to build intensively rather 
than extensively. This is evidenced 
by the fact that although we have $1%4 
billion worth of life insurance in 
force, a great majority of this is cen- 
tered in the four southeastern states 
—-Alabama, Georgia, Florida and 
Tennessee.” 

Mr. Smith defined the basic market 
as that of debit business—both weekly 
and monthly. 

“We would like to go on record as 
saying that we are not going to for- 
sake the debit market,” he declared. 
“We are going to try to do a better 
job within it. A majority of the in- 
come workers in America are still 
under the $5,000 a year class and of 
these I would say that a majority are 
below the $4,000 a year class. 

“It is impossible to consider man- 
agement development for this market 
without considering the program to 
develop agents. This is absolutely nec- 
essary, since the appointment of man- 
agement personnel must come nat- 
urally from among the agents we have 

developed. In our manpower pro- 
gram, a basic consideration before 


putting a man to work is whether or 
not he has the potential for develop- 
ment into management.” 

Among the “sign-posts” that indi- 
cate a man has management potential 
are the ownership of life insurance, 
or the purchase of life insurance 
shortly after he is hired by the com- 
pany, the ownership of automobile li- 
ability and property damage insur- 
ance, and leadership in community 
activities. Mr. Smith emphasized that 
management selection and _ training 
starts with the selection of the man to 
go on the debit. 

Liberty National aims to serve its 
market through’ complete integration 
of all elements of the selling operation. 

“By that I mean we. aim our com- 
pensation plan, our training material, 
our home office schools, our field su- 
pervision, our motivation at one tar- 
get. We try to gear all of our opera- 
tion toward the development of quality 
agents and quality business,” sai 
Smith. 

One important tool in this integrated 
program for quality is the compensa- 
tion plan. Describing Liberty Na- 
tional’s compensation system as “bal- 
anced,” Mr. Smith went on to say: 
“We feed the sales commissions for 
weekly business, monthly business 
and ordinary all into one commission 
account, then we pay this out to the 
agent over a period of 26 weeks at the 
rate of 1/26 of the total per week. We 
do not want the decision as to where 
business should be placed, whether in 
weekly or monthly debit business, 
monthly bank budget or other forms 
of ordinary, based on the agent’s com- 
pensation. We would like to think that 
this decision is going to be made based 


(CONTINUED ON PAGE 24) 





C. Meade Chamberlin, Mutual Benefit H. & A., with Arnold Cole, Maryland 
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Casualty, John F. McAlevey of the HIA staff, and F. T. Corby, Home Indemnity, 
were among those attending the annual meeting of Health Insurance Assn, at 


Chicago last week. 





Part 4 Of Test For 
Combination Agents 
Released By LIAMA 


“Continued progress on schedule” 
in development of a test to select debit 
agents was reported by LIAMA at its 
annual spring conference for combi- 
nation companies at Asheville, N.C. 

Leonard W. Ferguson, LIAMA re- 
search program director, reported 
that the fourth section of the Combi- 
nation Inventory, testing the  candi- 
date’s personality, is now ready for 
use by companies. But it must be 
scored in conjunction with section 3, 
testing whether a man’s interests are 
appropriate, he explained. 

Companies may now set definite 
agent employment standards with re- 
gard to sections 1 through 4, he said. 
In addition to standards each company 
may set for itself, Mr. Ferguson 
pointed out that LIAMA offers data 


permitting standards to be set also 
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named assistant secretaries. 


for different states, regions, etc. 

Like its counterpart, the Aptitude 
Index (LIAMA’s selection test for 
ordinary agents), the Combination In- 
ventory is actually a rejection device, 
Thus if a man scores satisfactorily on 
the test, he is judged to have a po- 
tential for selling life insurance on a 
debit and should then be considered 
on the basis of other factors, the com- 
pany or agency believe important. If, 
however, the man fails to score satis- 
factorily on the Combination Inven- 
tory, the odds indicate he should be 
dropped from further consideration. 

Developed by LIAMA researchers 
under the direction of Mr. Ferguson, 
the Combination Inventory was first 
released in 1954 with two of five parts 
recommended for company use in se- 
lecting agents. As announced at that 
time, the schedule called for subse- 
quent release of other parts, including 
the personality section this year, and 
section five on personal history in 1959, 

Figures released at the Asheville 
meeting revealed that to date the 
Combination Inventory has been given 
by 39 LIAMA combination compa- 
nies to more than 70,000 prospective 
agents. 

A variation of the test (1 B), de- 
signed to reveal management apti- 
tude, has to date been used to test 
approximately 800 candidates for po- 
sitions of staff manager and manager. 

Mr. Ferguson renewed a plea he 
has made at earlier combination com- 
pany conferences for “widespread use 
of the test.” This is the way the busi- 
ness will be able to attract more com- 
petent, professional agents, and reduce 
agent turnover thereby, he predicted. 

By paying attention to test results, 
companies will be “employing as 
agents only those whose demonstrated 
mental ability is above that of today’s 
typical or average applicant,” Mr. 
Ferguson said. This, he continued, 
will permit upgrading of the total 
agent force so that “we may provide 
ourselves with a source of good supply 
from which we can make better 
managerial selections.” 

With enough companies seriously 
behind this test, Mr. Ferguson pre- 
dicted that within a few years “the 
kind of agent we want will be able to 
find the kind of manager who is compe" 
tent to help him succeed and inspire 
him to stay in our business.” 


Bonkers Union Life To Build 
Bankers Union Life of Denver has 
purchased property for a new home 
office building in the Cherry Creek 
business center. : 
The company concluded 1957 with 
assets of $15,518,883 and insurance 10 
force of $51,276,518. It was announ 
that C. M. Falline has been promoted 
to vice-president and W. S. Mudge 
and Richard H. Wright have been 
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A&S Market Presents 
Tremendous Gap To 
Fill, Says Allsopp 


Although there are more people 
covered under A&S today than under 
life insurance, there is a long way to 
go before anything near complete con- 
verage is the rule, Thomas Allsopp, 
9nd vice-president of Prudential, told 
the LIAMA combination companies 
conference in Asheville, N. C. 

“Over 123 million people are under 
some plans of A&S coverage, about 
10 million more than the number un- 
der life plans,” he said. “In spite of a 
spectacular growth in the last 10 
years, over 50 million Americans are 
without any health insurance, 75 mil- 
lion without surgical coverage, 110 
million without insurance for medical 
expenses outside the hospital. Sixty 
percent of all our farm people have no 
health insurance at all. About half of 
the people aged 65 and over have no 
medical protection and these are cov- 
erages for only the basic costs. What 
about protection for big bills, protec- 
tion like major medical? Over 90% of 
the people in this country would be 
financially floored if they had to meet 
a really big medical expense!” 


Only 63% Have Protection 


He added that only 63% of the 60 
million working people in this coun- 
try have some form of income protec- 
tion. He emphasized that those who 
do have some insurance have a thin 
spread of coverage. There is a tremen- 
dous gap of unfilled, long-range cov- 
erage, an area that can be filled by 
agents who convince men that their 
most important asset is standing in 
their shoes, their earning power. 

Mr. Allsopp outlined a few of recent 
developments in the A&S picture in- 
cluding increased coverages, baby 
group and major medical. Of the lat- 
ter he said, “Perhaps in no other field 
of personal insurance has there been, 
and will there be, so much product 
development and revision to meet 
constantly changing needs. Contract- 
wise, there is a strong trend toward 
the non-cancellable, guaranteed re- 
newable type of policy.” 


Is Equal Partner 


A&S should be considered an equal 
partner with life insurance, the speak- 
er said. He pointed to the record to 
substantiate his reasoning. 

e Since 1950 the number of A&S 
policies sold had a net gain of 110%; 
during the same period life insurance 
policy sales gained about 55%; per- 
centagewise, that’s 2 to 1 in favor of 
A&S. 

e Health insurance by the end of 
1957 covered about 75% of the nation’s 
population; life insurance about 67%. 
_@ More representatives are taking 
Interest in non-company courses to 
supplement their own company train- 
Ing programs. A&S LUTC this year 
creased its enrollment 100% over 
last year. 

e Throughout the industry it’s been 
shown that the men who sell A&S in- 
crease their sales, too. More company 
Tepresentatives are presenting the 
combination package of life and A&S. 

“The trend is self-evident,” Mr. All- 
Sop said. “A&S is on the big move— 
upward! The junior partner must 
soon Ibe elected to seniority in the 
form of personal coverage.” 

The military market is a specialty 
market, according to Mr. Allsopp, be- 
Cause “we are dealing with a special 
Segment of the insurance population 
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and the military prospect must be ap- 
proached, interviewed and sold under 
special conditions. Some companies 
have beamed concentration on this 
area of the whole market. . . . On the 
other hand, there are some companies 
which do not want too much of this 
business because of the high-risk po- 
tential. But in all cases it appears that 
most companies are making some ef- 
fort to tap this market, and we’ll see 
some stepped up activity since Con- 
gress recently voted a military pay 
raise.” 


Discusses Military Red Tape 


The speaker discussed the Depart- 
ment of Defense instructions for soli- 
citation of personnel on military in- 
stallations. He said that in spite of 
this red tape “the military market 
holds a high degree of sales potential 
for those companies who want to go 
after this business,’”’ because: 

e More personnel are making a ca- 
reer of the military life, staying in 
service and getting higher pay. 

e Many of the personnel live off 
the post, which means they can be 
seen off the post. 

e The fact that NSLI is no longer 
issued to men entering service points 
up a void that can be filled with pri- 
vate coverage. 

e The law placing servicemen un- 
der social security will exert the same 
influence on the sale of insurance in 
the armed forces as in civilian life. 

e Military personnel can pay their 
premiums on a government allotment 
basis. 


Chicago Underwriters 
Hear Reinsurance Man: 
Officers Are Reelected 


Underwriting experience, research 
and_ responsibilities of reinsurance 
companies were described by David 
Silletto, assistant reinsurance secre- 
tary of Lincoln National Life, at the 
May meeting of Chicago Home Office 
Life Underwriters Assn. 

Mr. Silletto said a majority of rein- 
surance company business is composed 
of problem cases. Experience on these 
impaired risks accumulates quicker 
with a professional reinsurance com- 
pany than with a direct writing com- 
pany. The professional reinsurance 
company, with its concentration of 
substandard business, has an obliga- 
tion to develop substandard research. 
His company, he said, conducts a regu- 
lar study of impairment of the body 
systems. 


Reinsurance Stabilizes 


“I think the professional reinsur- 
ance companies have had a stabilizing 
influence on underwriting in general,” 
Mr. Silletto remarked. He cited the 
over 600 new companies which had 
been formed since World War II, and 
said the dominant feature of new com- 
panies is that they must get business 
on the books. “This would seem to 
set the stage for unsound under- 
writing practices. The fact that this 
has not developed is largely due to 
professional reinsurance companies.” 

Election of officers followed Mr. 
Silletto’s talk, and Donald S. Fair- 
child, Prudential, was advanced to 
president, succeeding Fred W. Noble, 
Benefit Assn. of Railway Employees. 
Also elected were: Herbert H. Nietz- 
old, Bankers L.&C., vice-president; 
Gus Foy, American Service Bureau, 
corresponding secretary; and Edward 
J. Ryan, Municipal Ins. Co., recording 
secretary-treasurer. 











NATIONAL RESERVE L 


pportunity 


IN BOISE, IDAHO 


FOR THE MAN READY FOR 


General Agent Qualifications 


Here’s an outstanding opportunity in busy 
productive Boise, Idaho for the properly qualified 
man ready for a lifetime career and General Agent 
responsibility. National Reserve Life, one of Amer- 
ica’s fastest growing companies with currently over 
$222,000,000 Insurance In Force, is continuing its 
expansion program throughout 1958. You’re as- 
sured complete home office cooperation plus effec- 


tive, tested sales aids. 


Don’t delay—vwrite us today. All correspondence 


in confidence. 








H. O. CHAPMAN, 
President 


S. H. WITMER, 
Chairman of the Board 
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A Career in the Making 
ILLINOIS MUTUAL 


A Portfolio power packed with saleable policies is 
your assurance of a profitable and successful career. 


Here is 


Coverage, Outstanding Service, High Integrity, and 
Capable Management. 


Everyone Needs Life, Disability and Medical Care 
Expense Insurance. For 48 years Illinois Mutual 
has been a pi 
Insurance, and now offers a complete Life Insur- 
ance Program. 


Inquire about our Direct Contract or Brokerage 
Arrangement—High Commission Rate—Ist Premium 
and Renewals! 


E. A. McCord 


President 


N {UTU, 
ILId, » on Pasually Weinpany 
fe NON- ASSESSABLE 


with the 
Life and Casualty Company 


a Company with a reputation for Quality 


in Accid 





t-Sickness-Hospital 












Home Office 
Peoria, Illinois 


(formerly: Illinois Mutual Casualty Company) 
“DEPENDABLE INSURANCE SINCE 1910” 
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...here’s how Pacific Mutual 
does more for its underwriters: 





**Family Circle Protector’’ 


—for package or program, a really low cost, one premium Family Group 
Rider —can be issued with most permanent Participating Plans on father 
—wife* and children* are covered for the same premium regardless of 
family size— newborn or adopted children covered automatically. 

*Fully convertible at expiry date. 


*‘Value Increase Provider’’=-Life Paid at 95 


$25,000 minimum policy that provides: 
e highest cash and loan values (full net level reserve first year ) 
@ increasing term insurance automatically included to age 65 (or for 
10 years at issue ages above 55) equal to the full cash value 
For example, at age 35—standard table, here are the cash values and 


























net cost: 
PER THOUSAND ($25,000 BASIS) 
ons TOTALS 
OF CASH NET TOTAL 
* 

YEAR FREMS. | DivinenES VALUE cosT* PROTECTION 
1 32.24 ies 21.81 10.43 1021.81 
2 64.48 2.38 43.84 18.26 1043.84 
5 161.20 16.79 111.08 33.33 1111.08 
10 322.40 55.89 225.35 41.16 1225.35 


























10 Year Average Net Cost per 1,000 of protection = $3.67* 
*These figures include dividend : which are based upon the Company’s present 
dividends scale. They are neither estimates nor guarantees and may be higher 
or lower in the future. 





*‘Guaranteed Renewable Comprehensive 
Hospital and Medical Plan’’ 


—provides ideal protection for catastrophic hospital and medical 
expenses for either accident or sickness—a choice of deductible amounts 
—this policy is guaranteed renewable to age 65 at rates in effect on 
renewal date—conversion privilege to Senior Hospital Plan assures 
lifetime protection. 


‘Guaranteed Renewable 
Senior Hospital Plan’’ 


—completing the sales portfolio, a sales plan issued to senior citizens 
age to 75—provides liberal amounts for hospital room and board, hospital 
services and surgical expenses— dependents may be included — policy is 
guaranteed renewable for life...at rates in effect on renewal date. 









Modern Loose Leaf Rate Book —a complete field 
underwriting handbook 


Special Flexible Settlement Options — facilitates 


plus 








additional ae je date mane Term riders (fully 
convertible) — provide maximum flexibility 
features iw 


...-a company 
that looks to 
the future! 
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Editorial Comment 
Pride Of Ownership Gets A Boost 


Home Life of New York’s new book, 
Life Insurance Property—The Hall- 
mark of Personal Progress, though 
introduced only a couple of weeks ago, 
has drawn favorable comment not only 
as a sales aid but as a public relations 
aid to the business of life insurance. 


As long-time tub-thumpers for cam- 
paigns to get the public to take some- 
thing of the same pride in a fine life 
program as it does in, say, an expen- 
sive automobile, we are enthusiastic 
about Home Life’s book. It has ex- 
tremely wide appeal and usefulness, 
even for life insurance men not con- 
nected with Home Life. The company 
is shown as the book’s publisher but 
its name appears nowhere else, either 
in the text or in the illustrations. 

It is a curious coincidence in the 
same issue in which we reviewed the 
Home Life book we also reported a 
talk on motivation in the buying of 
life insurance which underscored 
strongly a point made by the book’s 
author, columnist Merryle S. Rukey- 
ser. This is what Mr. Rukeyser calls 
the “psychical income” of life insur- 
ance—“benefits in terms of peace of 
mind, a sense of family loyalty, a 
conviction of prudence, and a feeling 
that the statistical uncertainty of one 
individual’s life span need not frus- 
trate the making of dreams and the 
fulfillment of hopes.” 

Addressing the Southern Round 
Table of Life Insurance Advertisers 
Assn., Jack N. Peterman, director of 
psychological research of the Buchen 
Co. of Chicago, pointed out that what 
ought to be the most powerful moti- 
vator for the buying of insurance—the 
prospect of premature death—is also 
so distasteful that a sales appeal based 
on it is likely to do more harm than 


good. The prospect simply shuts his 
mind. 

“What is required here,” he said, “is 
the stressing of the mental as well as 
the economic security which insurance 
provides for the person insured—right 
here and now. The very act of obtain- 
ing insurance needs to be identified 
as a gratifying, security-enhancing 
step which is itself associated with 
‘peace of mind.’ ” 

What should be stressed, he said, is 
that the individual himself can arrange 
to feel secure now, in that he will not 
need to worry about what will happen 
to him or his loved ones at some 
future date. 

It seems as if there are two stages 
or plateaus to which the life insurance 
business needs to help the public 
climb. First, the insurance owner needs 
to be convinced that he can experience 
this sense of relief at being freed of 
his underlying worry about taking care 
of his dependents. But it is at the 
next stage, when life insurance be- 
comes not merely a bringer of a feeling 
of well-being about future contingen- 
cies, but actually a source of positive 
satisfaction and pride, that life in- 
surance takes its rightful place in a 
man’s economic and social scheme of 
things. It is when men talk about 
their life insurance with the subtle 
boastfulness with which they refer to 
their Jaguars and Chris-Crafts that 
we can be sure that they are at last 
beginning to reach financial maturity. 
They will have achieved the ability 
to forego the latest in tail-fins for the 
sake of an adequate life insurance 
program. 

We hope there will be many other 
projects in the life insurance business 
beamed at the same objectives as 
those of Home Life’s book.—R.B.M. 








Personals 


Defense Secretary McElroy has 
named Otto L. Nelson Jr., New York 
Life vice-president and retired army 
major-general, as special assistant to 
help speed Pentagon reorganization. 
Secretary McElroy said Mr. Nelson 
would study department methods with 
a view to getting quicker action on 
decisions. 


Robert B. Patrick, vice-president 
Bankers Life of Iowa, was honored in 
Des Moines as one of eight recipients 
of the Drake alumni distinguished serv- 
ice award. The awards were presented 
on the Drake campus as one of the 
highlights of the university’s annual 
Founder’s Day observance. 


W. Howard Cox, chairman of Union 
Central Life, was honored recently on 
the occasion of his 50th anniversary 
with the company. President John A. 
Lloyd presented him with a govern- 
ment bond and a certificate of ap- 
preciation signed by all the directors. 
A bust of Mr. Cox was unveiled and 
has been placed in the executive office. 
Mr. Cox graduated from Denison Un- 


iversity in 1907 and did post graduate 
work in mathematics at the University 
of Cincinnati before going into insur- 
ance as a clerk in the actuarial depart- 
ment of Union Central in 1908. He 
later became manager of one of the 
divisions of that department, then 


assistant manager of the Cincinnati 
agency, and then went into the head 
office as assistant secretary. In 1932 
he was elected president, and in 1956 
he became chairman. 





W. Howard Cox, chairman of Union 
Central Life, left, receives from Pres- 
ident John A. Lloyd, a certificate of 
appreciation for his services signed 
by all of the directors. 


Raymond H. Belknap, president of 
United States Life, was a featured 
speaker at the conference of National 
Assn. of Mutual Savings Banks at 
Boston. He spoke on “Home Protection 
Plan for Mutual Savings Bank.” Mr. 
Balknap’s appearance was particularly 
timely, since the association, through 
its committee on insurance, recently 
recommended United States Life’s 
homeowner’s insured payment plan as 
the life and disability plan best suited 
to the needs of savings banks mort- 
gagors. 


Jack R. Wolford, deputy commis- 
sioner in charge of the company and 
agency division of the Kentucky de- 
partment, underwent major surgery at 
Good Samaritan hospital, Lexington, 
May 13. The operation was success- 
ful, but his recuperation will be of 
some duration. 


Carrol M. Shanks, president of Pru- 
dential, has been appointed national 
chairman for United Community Cam- 
paigns of America. Mr. Shanks will 
head the national promotion campaign 
in behalf of the fall campaigns of 
2,100 United Funds and Community 
Chests. 


Chairman Paul F. Clark of John 
Hancock addressed a dinner meeting 
of the University of Pennsylvania Club 
of New England, held at Boston. He 
spoke on the need for stopping the 
trend toward big government, big 
spending, and dollar depreciation. 


Al B. Richardson, vice-president, 
public relations of Life of Georgia, 
has been elected president of the 
Atlanta chapter of Public Relations 
Society of America. 


May 24, 1958 


HReNATIONAL 


UNDERWRITER 


The National 
Weekly Newspaper of 
Life Insurance 


@ 


EDITORIAL OFFICE 


17 John St., New York 38, N. Y. 
Tel. BEekman 3-3958 TWX NY 1-308 


Executive Editor: Robert B. Mitchell 
CHICAGO EDITORIAL OFFICE 


175 W. Jackson Blvd., Chicage 4, Ml. 
Tel. WAbash 2-2704 TWX CG 654 


Associate Editor: John C. Burridge. 
Assistant Editors: Richard G. Ebel, 
William H. Faltysek, William H. Faricy and 
R. R. Cuscaden 


ADVERTISING OFFICE 


1715 W. Jackson Blvd., Chicago 4, Il. 
Tel. WAbash 2-2704 TWX CG 654 


Advertising Manager: Raymond J. O'Brien 
SUBSCRIPTION OFFICE 


420 E. Fourth St., Gincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


OFFICERS 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
John Z. Herschede, Secretary-Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


SALES OFFICES 


ATLANTA 8, GA.—432 Hurt Bldg., Tel. 
Murray 8-1634. Fred Baker, Southeastern 
Manager. 


BOSTON 10, MASS.—80 Federal &t., Rm. 
342, Tel. Liberty 2-9229. Roy H. Lang, 
Southern New England Manager and John 
F. MacNamara, Northern New England 
Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., 


Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
M . R. J. Wieghaus and William D. 








Deaths 


U. S. Life Executive 
Killed In Air Crash 


NEW YORK—Thomas H. Morgan, 
36, who had just been promoted a few 
days before to eastern superintendent 
of agencies of United States Life, was 
killed in the collision of a Capital 
airlines plane and a jet trainer in 
Maryland. Mr. Morgan, who was en 
route from Pittsburgh to Baltimore 
on a business trip, had joined U. S. 
Life in 1954 as a field supervisor. 
Before joining U. S. Life he was with 
Equitable Society and prior to that 
with Metropolitan Life. 


JOSEPH W. FOGERTY, 58, general 
agent at Detroit for Kansas City Life 
since 1947, died there after a long ill- 
ness. He had been with the company 
since 1940. 


ROY C. ALEXANDER, 60, general 
agent at Boulder, Colo., for Occidental 
Life of California, died. He had been 
with the company since 1932. 


L. ALEXANDER MACK, 74, chair- 
man of Underwriter Printing & Pub- 
lishing Co., publishers of the Weekly 
Underwriter, New York City, and pres- 
ident of the Insurance Press, died in 
North Shore Hospital, Miami, Fla. Mr. 
Mack, who spent recent winters at 
Fort Lauderdale, and his daughter, 
Miss Margery Mack, were severely in- 
jured in an automobile accident at 
Miami last month. She is recovering 
and is his sole survivor. 

Mr. Mack began his newspaper ca- 
reer in 1901 with the Ithaca (N. Y.) 





O’Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. Fourth 
St., Tel. Parkway 1-2140. Chas. P. Woods, 
Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St. 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert 
Ebelhardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg. 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


LOS ANGELES 66, CAL.—11326 Kingsland 
St., Tel. TExas 0-8159. E. C. Faris, Associate 
Pacific Coast Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. 
Howard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—17 John St. 
Room 1401, Tel. Beekman 3-3958. J. T. 
Curtin and Clarence W. Hammel, New York 
Managers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F McCormick, Res!- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St., 
Tel. Exbrook 2-3054. Richard G. Hamilton, 
Pacific Coast Manager. 


CHANGE OF ADDRESS 
Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple- 
tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati %, Ohio. 
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Daily News, and became circulation 
manager. He also was with the Perth 
Amboy (N. J.) Republican. In 1904 he 
pecame business manager of the Week- 
ly Underwriter and secretary of The 
Underwriter Printing & Publishing Co. 
He became president of the latter in 
1913 and chairman in 1955 when he 
sold his majority control and retired. 
He purchased the Insurance Press in 
1926 and was also the owner and pub- 
lisher of the Insurance Law Journal 
from 1924 to 1938 when it was sold to 
Commerce Clearing House. He was the 
author of a book, “Learn To Spell Cor- 
rectly” recently published. His per- 
manent home was at Montclair, N. J. 


LAWRENCE M. CATHLES, 80, who 
retired last year as chairman of North 
American Reas- 
surance, died at 
his home in Scars- 
dale, N. Y. Mr. 
Cathles was pres- 
ident of North 
American Reas- 
surance from 1923 
until 1948, when 
he became vice- 
chairman. He be- 
came chairman in 
1950. 

Born in Scot- 
Lawrence M. Cathles land, Mr. Cathles 
was a fellow of Faculty of Actuaries 
there, an associate of the Institute of 
Actuaries of London and a fellow of 
Society of Actuaries. He served as 
president of American Institute of 
Actuaries 1922-24. He first worked for 
Scottish Metropolitan Life of Edin- 
burgh. Coming to the United States 
in 1903, he was assistant actuary of 
the former Provident Savings Life of 
New York, then actuary of Franklin 
Life, secretary and actuary of South- 
western Life, and vice-president and 
actuary of Southland Life before 
joining North American Reassuance. 

Two sons are in the life insurance 
business: Lawrence M. Cathles Jr., 
vice-president of the group division 
of Aetna Life, and Henry M. Cathles, 
vice-president of North American 
Reassurance. 





MRS. EVA ROSENBLUM, 57, wife 
of Horace L. Rosenblum, director of 
public relations Woodmen of the 
World, Omaha, died there after an 
illness of several months. 


HENRY H. KAHNERT, 75, membe~ 
of Aid Association for Lutherans’ 
Trustees since 1936, died at a St. Paul 
boerd since 1919 and of the board of 
hospital. 





Dr. Huebner Feted On 
Eve Of Far East Trip 


On the eve of his departure on an 
11-week lecture trip to Japan and the 
far east, Dr. S. S. Huebner, dean of 
Msurance education and __ president 
Emeritus of American College, was 
guest of honor at a luncheon in Phila- 
delphia given by Julian S. Myrick, 
chairman of the college. 

The luncheon was attended by a 
humber of prominent educators and 
life insurance company executives in 
the area. 

The itinery of Dr. Huebner’s trip, 
conceived of as a mission of interna- 
tional friendship, includes, in addition 
to Japan, the Philippines, Australia, 
and New Zealand. Mrs. Huebner is 
accompanying him. 

Dr. Huebner’s journey is under the 
general supervision of the U. S. State 
Department, with details in each 
country handled by committees of 
educational organizations and insur- 
ance associations. 


LIFE INSURANCE EDITION 


Dowell, Paynter To 
Board Of N. Y. Life, 
Others Promoted 


NEW YORK—Executive Vice-Presi- 
dents Dudley Dowell and Richard K. 
Paynter Jr., have been elected directors 





R. K. Paynter Jr. Dudley Dowell 


of New York Life, and Charles E. 
Baldwin Jr. has been elected vice- 
president and treasurer, Marshall P. 
Bissell becomes vice-president and 
William F. Young is advanced to sec- 
retary. 

Mr. Dowell has been executive vice- 


president since 1954. He joined the 
company in 1921 at Little Rock. After 
serving as manager at Butte and Seat- 
tle, regional supervisor and later in- 
spector of agencies, he went to the 
home office in 1941 as superintendent 
of agencies. He became a vice-presi- 
dent in 1943 and took charge of agency 
affairs in 1945. 

Mr. Paynter became executive vice- 
president in 1954 and has been in 
charge of investment operations since 
1946. He joined the company in 1934, 
becoming treasurer in 1944 and vice- 
president as well in 1946. He was in 
the investment banking business before 
joining New York Life. 


Joins New York Life 


Mr. Baldwin joined New York Life 
as treasurer in 1951 and is chief fiscal 
officer. He had been with State Mutual 
Life previously. 

Mr. Bissell, who has been secretary 
since 1954, joined the company in 1936. 
Mr. Young, who became a 2nd vice- 
president in the investment depart- 
ment in 1955, joined the company in 
1941 as an attorney. 
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Credit Life, Agents’ 
Qualifications Get 


Eye At Ind. Meeting 


Resolutions calling on Commissioner 
Alden C. Palmer to“upgrade the life 
underwriter qualifications in Indiana 
by whatever methods are considered. 
most advantageous, effective, and 
desirable,” and to “investigate the 
abuse of non-group creditor life in- 
surance as used by smail-loan compa- 
nies in this state’ were passed at the 
annual meeting of Indiana Leaders’ 
Club last month. sa 

New officers elected were George 
W. Jackson, Connecticut Mutual, In- 
dianapolis, president; J. Irwin Walsh, 
president; Wilbur F. Lawall, Lincoln 
National, South Bend, secretary, and 
Garnett Inman, Wisconsin National, 
New Albany, treasurer. 

Observers see in the resolution en- 
dorsing any move of the commissioner 
to “upgrade” agents’ qualifications a 
forecast that the Leaders’ Club will 
take a strong “pro” stand in the open- 
forum discussion at the State Assn. 
meeting in Indianapolis May 23-24. 








You'll enjoy ‘“‘The Twentieth Century’? Sundays, CBS-TV 


Prudential’s powerful, full page, full color advertising 
campaign in Sunday Supplements sends 38 million advertising 
impressions into American homes each month. 

Actually, Prudential advertising goes a lot further than that, 
because our Sunday evening CBS-TV show 

“The Twentieth Century” is seen by almost 10 million 
families each week. All these “assistants” help 

Prudential Agents in their constant efforts 

to bring more protection to more families. 





Our agents have 38 million “assistants” 





The Prudential 


INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE © ANNUITIES © SICKNESS & ACCIDENT PROTECTION © GROUP INSURANCE © CROUP PENSIONS 








HeNATIONAL UNDERWRITER 


Changes In The Field 


Travelers 


Travelers has opened an office at 
White Plains, N. Y., under the Yonkers 
branch, to be in charge of Robert C. 
Herklots, assistant manager. 

Two new offices in Illinois are under 
the general supervision of the Chicago 
branch. Gerrit J. Van Wesienbrugge is, 


assistant manager, will be at charge at 
the Flossmoor office, at 2559 Flossmoor 
road. Herschel I. Riley, assistant man- 
ager has charge of the Western Springs 
office at 600 Hillgrove avenue. 

Assistant Manager Warren C. Wilson 
is in charge for life and A&S at a 
new office at 20071 James Couzens 
highway, Detroit. 


Massachusetts Mutual 


Massachusetts Mutual has appointed 
Robert Shapiro group pension repre- 
sentative in its eastern regional group 
office in New York City. He had three 
years of administrative experience in 
sales and public relations b2fore join- 
ing the company last November. 


United Benefit ILife 


Anibal Sotomayer has been appoint- 
ed general agent in Puerto Rico. He 
began with the company in Connecti- 
cut in 1955 and later moved to the 





THE MEN FROM MIDLAND MUTUAL 





Midland Mutual’s Assistant Directors of Agencies—Dale E. Miller, CLU, Howard Prout, William H. Ellis, Jr. 


No “Ivory Tower’’ Approach Here... 
they go out to the field for effective consultation. 


Midland Mutual's Assistant Directors of Agencies 


Full information on this and the many other ad- 
vantages of representing the Midland Mutual can 


have combined backgrounds of more than 45 years 
in the field—in both management and sales. Now, 
as members of our home office team, they put this 
valuable experience to work as in-the-field con- 
sultants for Midland Mutual general agents. 

Visits made by these men are meaningful, pro- 
ductive. Their purpose: problem-solving action in 
all phases of agency activity—recruiting, training, 
sales management. Benefits for the general agent: 
new, worthwhile ideas; solid help in reaching his 
objectives . . . and the sense of belonging which 
comes from this close, personal cooperation. 


be obtained by writing Charles E. Sherer, CLU, 
Vice President and Director of Agencies. 
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home office. He was named sales man. 
ager of the San Juan sales office in 
1957. 


Monarch Life 
Monarch Life has opened a new 
agency in Okla. 
homa City and 
has promoted 
three supervisors 


to general agents, 
Joseph H. Fee Jr, 
appointed in Hous. 
ton, was with the 
Kansas City agen. 
cy for four years 
and was promoteg 
last year to super. 
visor in Houston 

Albert Garigij. 
etti, appointed ip 
Oklahoma City, 
joined the compa. 
ny in 1953 and advanced to supervisor 
in 1955. 

Gerald W. Schulkamp has been sy. 
pervisor in Denver since early lag 
year and will now be general agent 





Joseph H. Fee Jr. 





Albert Gariglietti 


G. W. Schulkamp 


there. He formerly was in San Fran- 
cisco, where he joined Monarch in 
1952. 


United States Life 


Milton G. Sanders of Phoenix has 
been appointed general agent there 
for United States 
Life. He has been 
vice-president in 
charge of sales of 
H.B.A. Life, form- 
erly Hospital Ben- 
efit Assurance of 
Arizona, which he 
joined as_ sales 
manager in 1950 
when it was Hos- 
pital Benefit As- 
sociation. 

Archie L. En- 
nen has been ap- 
pointed general 
agent at Bakers- 
field, Cal. He also has an agency at 
Fresno, that he has operated since 
1952. 





Mitton G. Sanders 


New England Life 


New England 
Life has appointed 
Leo D. Wells, for- 
mer shortstop for 
the St. Paul Saints 
and later with the 
Chicago White 
Sox, as manager 
at St. Paul. He 
has been with 
Equitable Society 
since 1947 and last 
year was its lead- 
ing producer in 
Minnesota. He 
served as 1st vice- 
president of St. 
Paul Life Under- 
writers Assn. 


Southland Life 


Donald M. Nelson, formerly agent at 
Odessa, Tex., has been named recrult- 
ing and training manager there. He 
began vith the company at Fort Worth 
in 1953. 





Leo D. Wells 
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Pan-American 


L. B. Herring III 

has been appoint- 
ed general agent 
in Austin, Tex., 
for Pan-American. 
He was district 
manager for Ten- 
nessee Life and 
pefore that an 
agent for Great 
National. 





L. B. Herring III 





Looking for 
THE 


PROMISED 


LAND? 


FOLLOW THE ARROW 


IN 1957 


14% OF OUR GENERAL AGENTS 
© EARNED OVER $25,000... 


22% MORE THAN $20,000... 


A8% OVER $10,000. 







THEY DID IT with unique contracts 
such as— . 
* The Fit-the-Future 
%& The Extension 
% Guaranteed Insurability Rider 
% Family Security Plan 


* Complete portfolio of A & S, 
Group and Pension Plans. 


THEY’LL DO IT AGAIN with the 
kind of Home Office Assistance that 
a vigorous and progressive com- 
pany knows is essential to build top 
flight Agencies in— 


Illinois * Ohio * Kentucky * Michigan 
Florida * Virginia * W. Virginia * Indiana 
Minnesota * Pennsylvania * Arizona 





PO ine 

~ + . . Wire’or Write A 
BYRON. C."-JOHNSON. 

|» “Agency.Vice-President oe 


. 














the Company 


with the 


Agency Heart! 
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Mutual Benefit Life 


Mutual Benefit Life has appointed 
Rodney B. Miller general agent at 
Albany, succeed- 
ing the late Edgar 
D. Carlough Jr. 
Formerly an en- 
gineer, Mr. Miller 
entered life insur- 
ance in 1950 with 
Mutual Benefit. 
He was an agent 
and later super- 
visor at Cleve- 
land. Earlier this 
year he received 
the company’s 
builder trophy as 
leading supervisor 
for 1957. He is a 
former president of the Cleveland Life 
Supervisors Club and_ educational 
chairman and a director of the Cleve- 
land CLU chapter. 


Security Mutual, N. Y. 


Olin F. Mum- 
Power has. been 
appointed general 
agent in Bristol, 
Va., by Security 
Mutual Life of 
Binghamton. From 
1951 to 1958, he 
was a_ supervisor 
for Atlantic Life 
in Bristol. He has 
also. served as 
president of Bris- 
tol Life Under- 
writers Assn. 


Hatch Named President Of 


Pa. Insurance Federation 


Insurance Federation of Pennsyl- 
vania has elected the following offi- 
cers: President, Kenneth B. Hatch, 
president of Reliance; vice-presidents, 
William Elliott, Philadelphia Life; 
Samuel J. Carr, Standard Accident; 
William B. Corey, Provident Indem- 
nity Life; Stanley Cowman of Mather 
& Co.; Ralph C. Dare, Artisans Order 
of Mutual Protection; Theodore A. 
Engstrom, Aetna Life; H. H. Gilkyson 
Jr., Chester County Mutual; William 
M. Guthrie, Pennsylvania State Coun- 
cil of General Contractors; Edward A. 
Logue, American Home, and J. Max- 
well Smith, Keystone Auto Club. 

Other officers are: Treasurer, John 
H. Hoffman, America Fore; secretary- 
manager and general counsel, Homer 
W. Teamer, Philadelphia, and assistant 
secretary, Mrs. Helen M. Heckert, 
Philadelphia. John A. Diemand, presi- 
dent of North America, was elected 
chairman of the executive committee 
and Thomas A. Bradshaw, president 
of Provident Mutual Life, was named 
vice-chairman. 





Rodney B. Miller 





Olin F. Mumpower 





Miami Agents Offer Reward To 
Check Holdups Of Collectors 


Miami Life Underwriters Assn. has 
offered a $100 reward as part of an 
effort to curb holdups of insurance 
collectors. The reward is for informa- 
tion leading to the arrest and convic- 
tion of any person or persons robbing 
a licensed insurance agent. Up to the 
time the reward was offered, some 19 
collectors, mostly insurance men, had 
been robbed in the central and north- 
west sections of Miami. 


B.M.A. Holds Sales Conference 


Business Men’s Assurance agents 
from Kansas, Oklahoma and Arkansas 
attended a sales conference recently 
at Western Hills Lodge in Wagoner, 
Okla. Company officers were also 
present. 

Branch managers leading the discus- 
sions, which were attended by about 
150 people, were: Ralph J. Willcott, 
Chanute, Kan.; Ralph Crissman, Wich- 
ita; J. Bryan Johnson, Oklahoma City, 
and E. Price Massey, Little Rock. 





The Brothers Gowdey, All 
Three, Qualify For ‘58 MDRT 


Three brothers, Southwestern Life 
agents in Dallas, each have qualified 
for the 1958 Million Dollar Round 
Table. They are Walter K. Gowdey, 
Harry R., and William G., sons of 
Alston Gowdey, a Southwestern Life 
agent from 1913 until his death in 1950. 

This is apparently the first time 
three brothers have each earned 
MDRT membership in the same year. 
For the Gowdey brothers, it is the first 
year any of them has qualified. 

Walter Gowdey joined Southwestern 
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Life in 1930; Harry in 1938; and Wil- 
liam was in the home office for 10 
years before entering agency work in 
1952. 

Another brother, Alston Gowdey Jr., 
who died in 1936, and four sisters also 
have been with tne company 1n various 
office capacities. = 

Alston Gowdey, for many years a 
leading producer for Southwestern 
Life. was an original member of its 
Million Club. 


Philip Fass has been named “Man of 
the Month” for March by Midland 
Mutual Life. 
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YES, 


WE HAVE A FAMILY POLICY, TOO! 


— ancitiow Plt Viluw for tore 
ute lech te Union Hdladiual 


HERE ARE 


THE HIGHLIGHTS— 
One policy—one premium—available 
, 2, 2% or 3 units (one unit $5,000 
on husband, $1,000 on wife—more or less 
depending on whether she is younger or older 
than husband, $1,000 on each child as well 
as all future children). 


Children insured for $500 15 days to 
6 months; $1,000 to age 25. 


Accidental Death and Waiver of Pre- 
mium included on father. 


Term insurance on both wife and chil- 
dren convertible on expiry. 


Insurance on wife and children paid 
up in event of father’s death. 


If wife dies, $1,000 of term insurance 
added to father’s coverage at no increase in 


Policy issued substandard. 

Regular Union Mutual Settlement Op- 
tions apply on father, including Life Income 
at $6.30 a month per M. (10 yr. certain) 
Liberal cash values and dividends. 

10. Regular Non-Medical rules apply. 


11. Either Family Income or 10 yr. Level 
Term Rider may be issued with this policy. 


UNION MUTUAL 


Life Insurance Company of Portland, Maine 
Offering All Forms Of 
NON-CAN 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


GROUP 


LIFE UNDERWRITERS SINCE 1848 
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HteNATIONAL UNDERWRITER 


Elliott Sees Big Gain After Recession 


(CONTINUED FROM PAGE 4) 


of new insurance last year, which 
helped bring the company’s total in- 
surance in force to $20% billion. He 
cited the development of new policy 
contracts and the adoption of new 
methods of operation as important 
contributing factors in the company’s 
record 22% sales increase last year. 

“Coupled with a strong and growing 
agency force, the introduction of per- 
sonal health insurance, 10-24 group 
plans, family plans, decreasing term 
insurance and other policies adapted 
to the changing needs of the public 
are continuing to play an important 
role in rapid company growth,” he 
said. 

R. Radcliffe Massey, vice-president 
in charge of general agencies, noted 
that during 1957, John Hancock 
had the greatest gain in ordinary vol- 
ume in its 95-year history, and that 
this was due primarily to a substantial 
increase in the average size policy, 
rather than an increase in number 
of policies. 

Andrew M. Davis Jr. of Baltimore 
was leading general agency represen- 


tative in total lives. John D. Howell 
of New York led in ordinary premi- 
ums and total volume. Willis E. Davis 
of Louisville was leader in ordinary 
volume; Ray J. Plant of Rochester led 
in personal health premiums, and 
Maynard E. Cook Jr. of Omaha was 
given special recognition as leader in 
ordinary volume among first-time 
qualifiers at the convention. 

Among the women agents, Helen 
Belanger of Cleveland was recog- 
nized as leader in total volume and 
total premium, Ida Katz of Cincinnati 
led in ordinary volume and ordinary 
premium, and Madeline Wong of the 
Boston (Pitcher) agency led in total 
lives. 

The Erickson agency in Buffalo re- 
ceived special honors as the leader in 
number of qualifiers and number of 
first-time qualifiers at the conven- 
tion. The Pitcher agency of Boston 
and the Lynch agency of Detroit fol- 
lowed in second place. 

There were talks by home office 
executives, general agents, agents, and 
Editor Erwin D. Canham of the Chris- 








Why 


DO 


® 


GET FURTHER FASTER | 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory level. Result: 
establishment in business without 
indebtedness! 


LIFE 


r 








4. Group sales: Monarch men can 
offer group insurance as well as 
— inten. 4° disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a@ management training program 
that is working! 


Want more details on why 
| Monarch men get further 
| faster? 


Write to our Dept. PR-9. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 





tian Science Monitor, who is a Han- 
cock director, and McGregor Smith, 
chairman of Florida Power & Light. 
There was also a panel on business 
insurance and a playlet presenting 
employe consultation service. William 
B. Moyer, general agent at Columbus, 
O., who talked on pension plans, an- 
nounced a new pension trust mer- 
chandising plan. 


Tells Of Liberty Natl. 
Personnel Program 


(CONTINUED FROM PAGE 16) 


on the policyowner’s needs and not 
the needs of the agent.” 

Another step in the integration 
process has been the adoption by 
Liberty National of a “management 
team plan,’ Mr Smith said. “In its 
simplest form, the best way to de- 
scribe the management team plan is 
that we no longer have the staff basis 
of management supervision but rather 
we manage the district with a district 
manager and a team of associate 
managers, all of whom are responsible 
for the operation of the district.” 

Here again the goal is balanced 
compensation to achieve balanced ef- 
fort. In outlining this aspect of the 
operation Mr. Smith said, “the sales 
commissions are divided among the as- 
sociate managers. .. . The percentage 
of the (associate managers’) partici- 
pation in the agents sales commission 
depends also on the lapse ratio of the 
district in comparison with other sim- 
ilar districts.” 

By means of this system quality of 
sales is made as important as volume. 
As Mr. Smith points out, “The asso- 
ciate manager’s objectives run parallel 
with the agent’s objectives. 


Describes Organizational Set-up 


In further describing Liberty Na- 
tional’s organizational set-up Mr. 
Smith said, “We are divided territori- 
ally and each territory is headed by a 
division manager. The division man- 
ager lives in the territory and is 
closely associated with the manage- 
ment teams within his territory.” 

These division managers play an 
important part in evaluating agents’ 
performance and in selecting those 
who are eligible for positions as asso- 
ciate managers. They are also key 
figures in the selection of associate 
managers for the responsibilities of 
district management. 

Liberty National’s training program 
for agents is designed to bring them 
to a stage of development where if 
they show interest and ability for 
management, they can take the “lead- 
ership course” offered by the com- 
pany. This course, which is handled 
through correspondence, “is of our 
own making but contains quite a bit 
of LIAMA material,” the speaker said. 


Extensive Training Given 


“Just as soon as a new associate is 
appointed, he is given extensive field 
training,” said Mr. Smith. “And as 
quickly as it is practical, we like to 
get him into a home office school for 
associate managers This is a one-week 
school in which we bear down on such 
basics as field training, recruiting, se- 
lecting, etc., but mainly the emphasis 
is on field training and selling.” 

Strong support for a new district 
manager from the division manager 
and the home office helps him orient 
himself in his new position. All of 
their previous training has been de- 
signed to help them serve the basic 
market. 
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Program Set For 
Accounting Assn. 
Annual In Chicago 


Insurance Accounting & Statistica] 
Assn. has completed the program for 
its annual convention June 2-4 at the 
Sherman hotel, Chicago. The informa] 
discussions, all of them panels, are 
organized in sections dealing with life, 
A&S, fire & casualty, electronics, 
group, fraternal, and industrial. 


Life Program Sessions 


Sessions in the life program wil] 
deal with the following: Principles of 
record keeping; premium billing and 
accounting; general ledger accounting: 
dividend accounting; machine room 
problems; policy loan accounting; cost 
accounting and budgeting; audit pro- 
cedures for a life company; billing 
and accounting—monthly premiums; 
recent developments in policy issue 
procedures; investment accounting: 
accounting for agents’ earnings and 
production; a small company forum, 
and an “off-the record” forum. 

Electronics topics of interest to life 
members are management’s view on 
electronic data processing machines; 
conversion to and installation of a 
large scale electronic data processing 
system; consolidated functions with a 
medium sized electronic data process- 
ing system. 


Group Program Topics 


Topics for the group program in- 
clude group commissions; group rec- 
ords retention; accounting problems in 
incentive compensation; claims con- 
trol; self-accounting audits; and a 
group problem clinic. 

Discussions in the fraternal pro- 
gram will be an open forum on prob- 
lems peculiar to fraternal societies 
and a question box on fraternal office 
procedures. 

Subjects for the A&S program dis- 
cussions will include working without 
history cards—a new approach to 
billing and renewal procedures on 
IBM; use of claim statistics; “opera- 
tion—elimination deadwood;” collect- 
ing A&S monthly premiums on pre- 
authorized checks; and an A&H 
problem clinic. 


Archey Heads LOMA 


Nominating Committee 


Harry L. Archey Jr., secretary Fidel- 
ity Mutual, is chairman of the Life 
Office Management Assn. nominating 
committee. The other members are C. 
C. Hamlet, secretary Home Security; 
Charles B. Laing, vice-president, Pru- 
dential; Warren J. Moore, executive 
vice-president Old Line Life, and 
Kenneth B. Piper, vice-president, Pro- 
vident Life & Accident. 

The annual meeting will be Sept. 
22-24 at Atlantic City. 


Chicago Life Assn. Unit Elects 

West Suburban branch of Chicago 
Assn. of Life Underwriters at its recent 
election named Myron F. Luhrsen of 
New York Life as president to succ 
E. K. Hasselbring of T.utheran Mutual. 
Other officers named were I. A. Stu- 
pak, Prudential, 1st vice-president; 
Francis P. Creadon, Metropolitan, 2nd 
vice-president, and Delmar D. Stevens, 
Mutual of New York, secretary-treas- 
urer. Gerhard C. Krueger, president of 
the Chicago association and secretary- 
treasurer of the Illinois association, 
performed the installation ceremonies. 
Speaker at the luncheon meeting was 
Gung-Hsing Wang, executive director 
Chinese American Civic Council, who 
talked on “America Through an Or- 
ental Window.’ 
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Illinois A&H Assn. Holds Sales Rally 


(CONTINUED FROM PAGE 2) 


last year, “checking more than 18,000 
different forms, word by word, clause 
by clause, fine print and all.” 

Also, companies have improved their 
own level of responsibility, in adopting 
standard contract forms where feasible 
and in the most easily understood 
language. “The A&S companies have 
an enormous social responsibility; the 
public has to trust them, and they 
must respect that trust,” Mr. Gerber 
declared. 


Gives Qualities For Success 


Chester C. Elson, general agent 
Mutual Benefit H.&A. at Des Moines, 
who is noted for his inspirational type 
of delivery, kept the A&H men at 
upright attention as he described some 
of the qualifications necessary for a 
successful A&S salesman. He _ said 
selling is a “difficult and lonely job, 
but life gradually will get easier. Stay 
with it a couple of years and don’t 
give up.” Of all things the successful 
salesman has to have, number one is 
faith, and proper mental attitude is a 
big thing, he said. A real salesman 
must be able to ask himself if he has 
four requisites and answer himself 
honestly “or else he is just selling a 
piece of business just to get renewals.” 
These he listed as integrity, emotional 
stability, the will to work and product 
knowledge. He said when men are 
possessed of these qualities, they not 
only can do a job of selling themselves 
but can train other men to do so also. 

As a side note, he admonished the 
audience not to be “afraid to wheel 
in the hearse or play up the hospital” 
and even suggested carrying a little 
ether in the brief case to provide 
the proper atmosphere. 

No, Quick, Easy Way 

Winding up the morning session 
was J. H. Palmer, vice-president 
Robert Palmer Corp., Chicago, sales 
counsellors. He said everybody today 
is looking for the quick, easy way and 
selling is no exception. “We have heard 
so much about the easy way and 
salesmen have thought about it so 
long that we have been deceived.” 
The important thing to face is that, 
no matter what the product or service, 
in the end “we are selling people. 
When we sell people we have to appeal 
to the things which they themselves 
see as beneficial.” 

Mr. Palmer pointed out that in a 
sales survey in downstate Illinois it 
was found that in the life insurance 
field the best salesmen were not those 
who had the best sales background, 
the best training or aptitude in selling, 
or those that knew the most about in- 
surance. “They were the salesmen who 
owned the most life insurance them- 
selves.” If this is true of life insurance, 
he said, “it is also true of A&S or any- 
thing we sell. The man who believes 
the most in what he has—and that it is 
beneficial to the man he is selling—is 


the man who is the most successful 
salesman. This means he is thinking 
in terms of rendering a service rather 
than in flashy phrases or razzle- 
dazzle.” 

Mr. Palmer warned that in selling 
“we are dealing with old prejudices” 
and that many salesmen of the old 
school are still thinking in terms of 
“overcoming” the customer. 


Shows NALU S.S. Film 


The afternoon session got off with 
a talk by Edward H. O’Connor, manag- 
ing director Insurance Economics 
Society of America, on “Social Security 
and You,” which he followed by a 
showing of National Assn. of Life 
Underwriters’ script film entitled, “Can 
We Have Sound Social Security?” Mr. 
O’Connor said that as individuals en- 
gaged in life and A&S business “you 
cannot fail to be interested in social 
security, the overall nature of this 
governmental activity, its trends and 
directions, its ultimate effects on our 
economy, within which we must all 
live and produce, our freedoms, our 
society and last but not least the 
private insurance business. 


“It Could Happen Here” 


Mr. O’Connor gave as a concrete ex- 
ample of what could happen in this 
country and in the field of insurance 
the Hospital Act of the Province of 
Ontario. The province has taken over 
hospital care insurance by government 
legislation. On Jan. 1, 1959, it will be 
illegal for any insurance company or 
Blue Cross to provide basic ward care 
hospital insurance, he stated. When 
this subject was discussed some time 
back, Canadian insurance interests 
were not too concerned, he remarked. 
“They did not believe it possible that 
such action could develop in this North 
American continent. Perhaps the Cana- 
dian people, like some in the U. S., 
believed ‘it can’t happen here’.” 

The closing event was a panel dis- 
cussion on various aspects of the A&S 
business, with panelists being: Roy 
Davis of Illinois Mutual L.&C., Peoria, 
and a board member of the interna- 
tional association; Jay De Young, pre- 
sident De Young & Associates, Oak 
Park, Ill., and comptroller of the In- 
ternational; William Lees, manager 
special risks division Continental 
Casualty; Edward E. Mack Jr., partner 
of Mack & Parker, brokers, Chicago, 
and Lewis J. Ricci, director of life and 
A&H, Duncan Insurance Office, La- 
Salle, Ill. 

The luncheon speaker was Alex 
Dreier, NBC’s “Man On The Go”, who 
discussed current conditions in the 
U. S., as well as his 1956 trip to 
Russia. Mr. Dreier indicated that he 
had found in his travels that no 
matter where a person goes, it is 
ultimately the “buck” which makes the 
world go ‘round. He was introduced 
by O. T. Hogan, chairman of United 
of Chicago. 











James B. Hallett 
of Travelers at 
the HIA meeting 
mn Chicago last 
Week with D. E. 
Kilgour of Great- 
West Life, and 
Robert J. Sullivan 
of Travelers. 








“In recognition of life underwriting service of 
high quality as evidenced by an excellent 
record of maintaining in force and extending to 
the public the benefits of life insurance” ... 


National Quality Award 
was granted in 1958 to 
145 Fidelity underwriters 


Eleven of the number have qualified for N.Q.A. 
in each of the 14 years in which the Awards 
have been granted — 39 have qualified for 10 
or more years, and 87 for 5 or more years. 


Congratulations to our 
N.Q.A. winners and appreciation 
for the quality service they are performing 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


A WELL-BALANCED COMPANY 


REINSURANCE 


YOU BUILD 


protection for those two 
fop assets — Time and 
Manpower. Reinsurance 
puts in the factors of 
scope and capacity to 
complete the finished 
scheme. We are always 
happy to be in on your 
planning. 
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Home Office Changes 


Northwestern Mutual 


Guy Scrivner has been appointed 
investment research officer. He has 
been with Westinghouse Air Brake Co. 
for the past 12 years. 


Pacific Mutual Life 


Douglas K. Swinnerton has been ap- 
pointed assistant secretary. Mr. Swin- 


nerton, who will also continue as 
claims manager, has been with the 
company since 1929. Prior to his pro- 
motion to claims manager in 1953, he 
served as planning and coordinating 
manager. 


Bankers Life Of Nebraska 


Three additions have been made to 
the board: Clifford M. Hardin, chancel- 


lor University of Nebraska; Henry D. 
Kosmin, president Scottsbluff National 
Bank; and Willard D. Voit, president 
Voit Rubber Co. 


Southland Life 


Hoffman Reese, formerly training 
assistant, has been named assistant 
field supervisor. He joined the compa- 
ny in 1953 as agent at Brenham, Tex., 
and went to the home office in 1954. 
He will assist R. L. Dunn, field super- 
visor. Truman Harper, who has been 
the sales training staff since 1954, re- 
places Mr. Reese as training assistant. 
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Home Office: BMA Building, Kansas City 41, Missouri 
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A pro in 
s his profession 


This man is more than just a 
member of a profession. He’s a 
professional. 


He’s the BMA career repre- 


authority in his field—with a full 
line of personal insurance pro- 
tection—life, accident and health, 
hospitalization, major medical ex- 
pense, group plans. 

He can be an authority because 
he and his company can make 
him one. How? With special aids 
like the BMA Daily Reference 
Course, BMA advanced training 


ance seminars. 

He’s backed in his professional- 
ism by an effective newspaper 
insurance advertising program — 
local ads which include his name. 
It’s really national advertising on 
a local level. 


And it works. It helps make 


sionally successful. 


Major Medical Expense 
Group Plans - 


He aspires to be an 


sales clinics and insur- 


representative profes-. 
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He joined the company as age Phoe 
Abilene in 1949. Bent at) ange 
Joseph Josephson, formerly field sus Oce1 
pervisor A&H, has been advanced to Ocer 
supervisor A&H sales. He began with char 
= on — assistant in A&H on 
e will work under Glenn M. } 
A&H director. Brooks sles 
wi 
Western & Southern Life 7 
Lewis F. Youngblood, vice-presiden i 4 
has been named director of agencies in} Mr | 
the company’s ul 
field sales and Beat 
service divisions. d 
He will direct oni 
field operations of ur 
the southeastern rou 
division, Asheville, Bee 
N. C, the mid- a 
continent division, co 
St. Louis, the assis' 
southwestern di- appo’ 
vision, Galveston, joine 
and the western : : with 
division, Beverly — and | 
Hills, Cal. L. F. Youngblood Conti 
United Benefit Life ie 
Three men have been promoted in} NOO 
group claims: George Edson to manag- | ing n 
er, Jack Frazell to supervisor of ser- | olas, 
vice, and Mauri Griffin to field super- | name 
visor. Mr. Edson and Mr. Frazell have } ligan 
both had extensive experience in in- } since 
dividual and group claims. Mr. Griffin | 1926. 
was formerly claim manager in the 
Butte, Mont., office. LIF 
State Mutual _ s 
State Mutua } Gen. 
has appointed | tetire 
Douglas _ Eglinton 
supervisor of pub- PAI 
licity. He will as-] J. He 
sist John D,§ vice-p 
Drummey, _ direc- | presid 
tor of public rela- | Ameri 
tions. He _ joined j easter 
the company in 
1956, and has been} INT 
a training assist- | Rober 
pe in the home j of dit 
7 ice ersonnel 
Douglas Eglinton ok ’ , eg 
Midland Mutual dent 2 
Richard D. Metcalf has been appoint- Okle 
ed senior underwriter. He joined the 
company in 1945 and was in the actu- Ame 
arial department until he became su- 
pervisor of the policy issuance division OKI 
in 1948. He became an underwriter in | Hunt 
1954. Ameri 
° de 
American Travelers gl 
betwee 
Ame 
William Cal- three | 
hoon has been being | 
elected vice-pres- mid L 
ident and control- Mr. H 
ler. He joined the allegat 
company in 1955 a a 
as controller and holdin; 
is responsible for charge 
the internal ad- premit 
ministration of the } ties at 
company. go a 
William Calhoon ra 
af earin 
Prudential tion 
Gordon S. Kerr has been elected 2nd | Made | 
vice-president of Prudential’s bond de- 
partment. He joined the company 4s W 
general investment manager in 1956. | Wells 
Earlier he was investment director for | Harr 
the state of New Jersey and was WI MIsslor 
the underwriting department of Mer- | o Ame 
rill Lynch, Pierce, Fenner & Smith. ps 
Occidental Of California é Ind 
James M. Shaw Jr., acting director =a 
of group training since January, has home 
been named director. Mr. Shaw jomee } poige, 
the company in 1954 as group serv- 
ice representative, and has held sev- 
eral positions in the company’s schoo | ynaj, 
group sales and training sections. . Tin Con: 
Six promotions have been made 1 | 5 stat, 
the group field force: : and Jo: 
Promoted to associate regional fal ag 
group manager were: Robert E. Han" | tecticu 
sen, Grand Rapids; Benjamin D. Ward, 
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Phoenix, and Patrick M. Doran, Los 
Angeles. Mr. Hansen has been with 
Occidental since 1952. Mr. Ward joined 
Occidental in 1954 and has been in 
charge of the Phoenix group sub-office 
since 1956. Mr. Doran has been a 
member of the home office group 
gales office since 1955. He has been 
with Occidental since 1949. 

Robert E. Anderson, Milwaukee, and 
y, Jack Trees, Dallas, were promoted 
to assistant regional group manager. 
Mr. Anderson is in charge of the Mil- 
waukee group sub-office and has been 
Jocated there since 1956. Mr. Trees has 
yeen with the Dallas group office since 
joining Occidental in 1956. 

“Lee Cozens of the Philadelphia 
soup office was promoted to group 
sales representative. 


COLORADO CREDIT LIFE—Two 
assistant vice-presidents have been 
appointed: John A. McCarthy, who 
joined the company in 1956 after being 
with Northwestern Mutual since 1951; 
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Oust President And 
General Manager In 


Shakeup Of Denver Insurer 


DENVER—Directors of American 
Founders Life have ousted President 
Thomas K. Hudson and General Man- 
-ager Forrest C. Roan in the first step 
of a sweeping company reorganization. 

Named to replace Mr. Hudson, after 
what the Denver Post described as a 
“five-hour, slam-bang meeting” of 
the directors, was Wallace A. Mobley, 
veteran Denver insurance man. Mr. 
Mobley called a special stockholders 
meeting for May 28, and in his letter to 
stockholders wrote that the meeting 
would hear reports on status of com- 
pany and would consider “removal 
of all or part of the board of directors 
and election to fill any then existing 
vacancies.” 

Organized in November, 1955, the 
company faced a hearing last month 
by SEC which filed an injunction to 
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Is Group Insurance 


For You? 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
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and penalties on premiums received 
between 1950 and 1956. 
American Security is the third of 


um may be added. The plan is not 
offered in Connecticut or Maryland. 















































three affiliated companies (the others 
being Reserve Life of Dallas and Pyra- 
mid Life of Kansas City) on which 
Mr. Hunt held hearings last year on 
allegations that they owed back taxes 
a a result of claiming credits for 
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mium taxes by buying the securi- 
ties at year’s end and Tteilline them WANT A BETTER PAYOFF? 
owt the first of the following year. 

Calhoon i thay age a seen dinegyelie Time is the fieldman’s greatest asset. Invested wisely, it pays a handsome dividend. 
hearings still to be held on the ques- But lost time is gone forever. Are you satisfied that your time investment is paying 
tion of tax liability. Both companies what it should? Or are you struggling to get ahead and keep ahead? 

scted made bond pending final decision. For insurance men of proven ability and initiative, Western Life offers an excep- 
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in 1956. | Wells Heads New Ind. Insurer Western offers unlimited opportunities to the right people. If you’re interested in a 

ector for | Harry E. Wells, former Indiana com- better payoff for your investment of time, why not write us for facts about Western 

was with | missioner and until recently president Life today? All inquiries are confidential. 

of Mer- | of American Travelers Life of Indiana- Western Lif 

nith. Polis, is president of a new Indiana bes costs OO 
life company, Hamilton National Life Si as 

| of Indianapolis. Mr. Wells said the iain oi 

director | °™pany is selling 250,000 shares of 

ary, has k to complete organization. The 

w yoined mame office is in the Architects & 

Ip’ serv- uilders building. ‘ . ¢ 

eld = =~ GIO Oe cn ae 

00 ete 
: sc ennapele i, has been ee R. B. Richardson, Fres. 
we is now operating in p 
made 1 states. John E. Richters a Hartford _ : Si ecaictmsciebti ’ 
egional id Joseph Supp at Danbury are gen- Insurance in Force over $380,000,000. Assets over $84,000,000. ,. SOOT eT T TOOT PET TTT TS a 
regio. | “al agents for the company in Con- ee een i 
. Han” | necticut. 
D. Ward, 








YIM 





\ 


28 FieNATIONAL UNDERWRITER 





PLANS 


Each year modern up-to- 
date insurance plans are 

presented to provide new and 
better sales tools for Jefferson 
Standard agents. 
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Looking UP as well as AHEAD? 


Then hitch your career to a sound, fast-rising 
company that gives you the incentives 
and policies powerful enough to propel you 
into that rare atmosphere of success and 
security. Shoot for the moon with Wisconsin 
National Life—a tomorrow-minded company 
for tomorrow-minded men and women. 
WNL gives you the tools, the training for a 
promising future — PLUS the finest guarantees 
for your personal security such as: 
Retirement Income Pension Plan, Group 
Life Insurance, Major Medical Disability, 
and attractive agent contracts including 
liberal renewals AND lifetime service fees! 
Write L. B. Van Treese, Vice President 

and Director of Agencies. 


WISCONSIN NATIONAL LIFE 

INSURANCE COMPANY 
50% 
You 


HOME OFFICE, OSHKOSH, WIS. 


General Agency Openings in Wisconsin, 
Michigan, Iliinois, Indiana and Minnesota. 
First Legal Reserve Stock Life Insurance 
Company Incorporated in Wisconsin. 
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Fears Probe May Bias 
Public's Life Picture 


(CONTINUED FROM PAGE 1) 

in favor of the bill he would not be 
the shrewd operator that he is if he 
didn’t lean over backward to air all 
the different viewpoints on the act’s 
good and bad features. 

So it can be expected that there 
will be no restraints on the wildness 
of the accusations that will be made 
—and that the newspapers will pick 
them up and play them for all they 
think they are worth. 

Donald McHugh, counsel of the com- 
mittee, in his recent talk at the insur- 
ance conference of American Manage- 
ment Assn. of New York, said, in an- 
swer to a question on whether rating 
bureaus are monopolies, that it is a 
characteristic of most competitors to 
operate at arms length but insurance 
companies have come together in bu- 
reaus and are in effect clothed with 
monopolistic powers. 

“Monopoly” is one of the most hate- 
ful sounding words in the language and 
apparently it is going to be batted 
around a good deal during the fire- 
casualty phase of the investigation— 
again with the very good chance that 
the less analytical members of the 
public will get a vague impression that 
life companies, too, are being accused 
of being clothed with monopolistic 
powers. 


Saving Grace Of Investigation 


One possible saving grace is that 
the investigation comes at a time when 
the fire and casualty companies have 
been so depleted by heavy losses and 
inadequate rates that the more respon- 
sible inquisitors may show some re- 
straint about trying to put these insur- 
ers in any worse plight than they are 
in. Yet the very misfortunes of these 
companies might be used by the ene- 
mies of state regulation when regula- 
tion when regulation is left to the 
states. 

Even innocent misunderstandings 
can cause unexpected trouble. Per- 
haps the best example happened in the 
famous Armstrong investigation of life 
insurance in New York more than 
half a century ago. An actuary was 
explaining to the committee the ex- 
pense in the premium. A newspaper 
headlined its story “Actuary Admits 
Premiums Are Loaded!” 


Southern Christian Buys 
$3 Million Of Industrial 


Southern Christian Life of Oklahoma 
City has added more than $3 million 
of insurance in force with its purchase 
of the industrial department of Com- 
monwealth Life of Tulsa. The purchase 
brings Southern Christian’s total in 
force to more than $6 million. The 
company was licensed June 3, 1957. 

C. L. Edmonds, president of South- 
ern Christian, said his company paid 
$100,000 for the business, the price 
including Commwealth’s monthly debit 
ordinary and its A&H policies, plus 
furniture and fixtures of a Tulsa dis- 
trict office. 

Southern Christian. also acquired 
the entire industrial department agen- 
cy staff headed by C. L. Brill, Tulsa, 
as district manager. This includes 
three superintendents, two road super- 
visors, one debit manager and 27 
agents. 


United Benefit Agents Elect 


Ernest Hundahl of Dallas, has been 
elected president and general chairman 
of United Benefit Life’s Southern 
General Agents’ Assn. He is general 
agent for the southwest division— 
Texas, Oklahoma and Louisiana. 
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Best Market In Years 
Forecast By Meredith 
At Natl., Vt., Meet 


The most favorable selling market 
in years was forecast by L. Douglas 
Meredith, execu. 
tive vice-president 
and chairman of 
the finance com- 
mittee of National 
Life of Vermont, 
at the company’s 
President’s Club 
educational con- 
ference at Colo- 
rado Springs. 

“I believe that 
you are now en- 
tering the most fa- 
vorable selling 
market which you have encountered 
in years,” Mr. Meredith said. 

“During a period of boom and pros- 
perity, there is a tendency for eager 
eyes to turn to rising stock prices, and 
the steady advance in stock prices 
over the last 15 years was bound to 
have considerable appeal for many 
people, particularly when they saw 
the value of the dollar rapidly declin- 
ing. 


Decline In Stocks Noted 


“However, a decline in stock prices 
from a high of 523 to a level around 
440 has jarred many people who were 
thoroughly convinced that such a 
shrinkage in values could not take 
place. It has served to emphasize to 
them the old axioms of thrift, prud- 
ence and safety, and I am confident 
that there will be less desire, at least 
for a time, to embrace the risks in- 
cident to stock purchases.” 

The five-day conference featured 
an address on business life insurance 
by Denis Maduro, New York City 
lawyer and specialist in employe ben- 
efit plans, estate planning and life in- 
surance. Following his talk Mr. Maduro 
was quizzed by a group of National 
Life agents: William C. Hartman Jr, 
Atlanta, John L. Helm, Louisville, 
Merrill W. MacNamee, Chicago, and 
Karl H. Schmidt, Akron. Moderator 
was Kirtland J. Keve, assistant super- 
intendent of agencies. In addition, a 
full afternoon was devoted to a dis- 
cussion period with Mr. Maduro. 

Deane C. Davis, president, and Clyde 
R. Welmam, agency vice-president, 
addressed the conference, as did a 
number of other home office and field 
men. 

National Life’s CLU association re- 
elected Merrill W. MacNamee of Chi- 
cago as president at its annual meeting 
held at Colorado Springs, in conjune- 
tion with the company’s President's 
Club educational conference. 

Also reelected were Warren F. 
Shult of Bloomington, Ill., as vice 
president and Karl H. Schmidt of 
Akron, as secretary. The executive 
committee also includes S. B. Fairbank, 
Seattle, R. C. Brand, New Canaal, 
Conn., James Stoessel, Los Angeles, 
and William H. Joslin, Providence. 





L. Douglas Meredith 


Old Line Life produced a_ record 
breaking $3,568,622 in new life sales 
for April. The company’s new business 
figures, January through April, regis 
tered an increase of 24% over the 
same period of 1957. F. D. Guynn, 
vice-president and director of agencies, 
announced. A new office in Oaklam 
under General Agent Charles Shussé 
has been opened. The company al 
has agencies in Long Beach, Glendale 
and Los Angeles. 
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suggest his superiority and to induce 
a feeling of inferiority on the part of 
the client. 

Building up the “you” aspects of a 
letter will go far towards telling the 
cient that the agent is an easy man 
to get along with, Miss Stone pointed 


ut. 

; If a client does not understand what 
it is he’s being asked to buy, then it 
follows that the agent is likely to ring 
up a “no sale.” Therefore, Miss Stone 
urged, the agent should make himself 
and, above all, his product under- 
standable. Psychologists estimate that 
any sentence over 17 words is dif- 
ficult to comprehend Pruning out 
useless and lengthy words will go a 
long way towards keeping sentences 
down to a manageable size. 


Avoid Technical Terms 


The technical terms of insurance 
are beyond the understanding of the 
average client. The agent should at 
all times try to avoid using them. A 
simple example, Miss Stone pointed 
out, would be the substitution of such 
a phrase as, “a policy on which you 
would not have to pay a premium after 

.” in place of the usual term in 
the industry, “paid-up policy.” 

“Put some of your personality into 
letters,’ Miss Stone advised. Instead of 
the usual stiff reference to a client’s 
beneficiaries as his “wife and child- 
ren,” the agent will be wise to refer 
to them by name. Learning to smile 
in a letter can disarm the reader and 
make him receptive to what follows. 

Going back to her previous remarks 
about over-using the pronoun “I,” 
Miss Stone suggested starting off a 
letter with a warm approach like, 
“Thank you,” “Did you receive,” and 
“Here is...” 

The correct spelling of a prospect’s 
name in a letter should never be over- 
looked by an agent, Miss Stone caut- 
ioned. And the agent who learns to 
say “No” in a nice way will always 
remain one step ahead of his competi- 
tors. The agent should always remem- 
ber to let the prospect save face. 


Insurance Is Prestige Job 


Mr. Lobingier talked on the public 
relations aspect of sound insurance 
salesmanship. He pointed out that 
Numerous surveys have shown that 
life insurance selling ranks high among 
the top prestige occupations in the 
eyes of John Q. Public, but the average 
agent will never make sales simply on 
the strength of his being engaged in 
a respected calling. An agent’s sales 
depend on how he measures up to 
what the public expects from life 
agents. 

The requirements placed upon the 
average agent by John Q. Public are 
simple, even elementary. Basically, the 
public requires that the agent have 
integrity, a knowledge of the subject 
and a sincere interest in the client. 

A prospect, Mr. Lobingier said, 
wants to know first of all as much as 
he can learn from his agent about life 
Msurance. He wants the information 
from a man who gives the impression 
of being experienced. There is no room 
for bluffing here. In most cases the 
agent should be able to explain in 
simple terms not only the facts about 
life insurance, but even the whole 
Tange of the world of finance and how 
both are related to the client’s indivi- 
dual problem. An agent must keep 
abreast of developments in his own 
field arid the economic influences out- 
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New Yorkers Advised On De-Confusing 


(CONTINUED FROM PAGE 2) 


side it, understand them and be able 
to apply them to the client’s problem 
in terms that he will be able to grasp. 

The public’s picture of a responsible 
insurance agent, according to Mr. Lob- 
ingier, is of a man of complete integri- 
ty. He is ethical in his selling methods 
and never tries underhanded tech- 
niques Ife doesn’t fall back on false 
promises, nor does he misstate facts 
to make a sale. He does not knock his 
competitors. He recommends that a 
client buy only when he truly believes 
that his recommendation will do the 
client some real good. 


And finally, Mr. Lobingier told 
agents the questions a client asks him- 
self when he appraises his insurance 
agent are, “Has he come to solve my 
insurance problems or his commission 
problems? Is his interest in me a sin- 
cere one?” Another recent survey 
quoted by Mr. Lobingier showed that 
most clients would actually welcome a 
visit from their agents at least once a 
year. The agent should keep in touch 
with his client, not so much for the 
commission he wants to make today, 
but more to show the client he is really 
interested in him as a person. Future 
sales and referrals are the by-products 
of such an attitude. Beyond this, an 
agent who constantly keeps in touch 
with his clients will hold on to them 
and not lose them to more active 
competitors. 

Most people want to be treated as 
clients, not as casual customers. More 
than 100 million of them buy their 
insurance through agents. Here, Mr. 
Lobingier pointed out, is probably the 
largest lobby in the country, one that 
could, if properly treated, stem the 
tide of federal regulation. 

“Help keep them on our side,” he 
urged. 

The last speaker, Mr. Davis, spoke 
on the power of the individual word 
as an instrument of better understand- 


ing between agent and prospective 
client, and thus a necessary tool of 
good salesmanship when properly used. 
Salesmanship, Mr. Davis noted, is more 
an art than a science, as has often 
been said, and as an art it has its 
roots in the emotions. 

People do something because they 
want to do it, and it is emotional urges 
which prompt that want. They buy 
because they want to buy, and the 
buying urge is created by their emo- 
tions. Because most men and women 
are inclined to think in terms of pic- 
tures, the easiest way for an agent to 
evoke an urge to buy is through using 
emotion-charged picture words. 

Taking as a classic example Winston 
Churchill’s famous “blood, sweat and 
tears” speech, Mr. Davis pointed out 
that here were picture words, words 
that could be felt and touched, and 
helped to save the world from domina- 
tion by Nazi Germany, 


Stresses “Picture” Words 


“Supposing,” Mr. Davis said, “that 
Sir Winston had used the words ‘death, 
sorrow and work’ instead. Would these 
woolly words have evoked the same 
emotions in the English people?” 

The agent, Mr. Davis said, should 
come to an understanding of the power 
of the individual word and what it can 
do for him as a salesman. Most clients 
buy insurance because they have a 
fear of the financial consequences of 
death. 

“Don’t, therefore, be afraid to use 
the word, but do so in a way that is 
neither brutal nor blunt,” he advised. 

As ina case in point, Mr. Davis men- 
tioned the sentence, “If you had died 
last week, Mr. Prospect, what would 
your wife do?” Since the client did 
not die last week, he may actually 
feel rather comfortable about his 
present state of good health, but at 
the same time the agent has conjured 
up a picture of a bereft family in the 
client’s mind. Another vivid picture 
that could be conjured up at the same 
time is one of “bills piling up.” 
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Met Employes Cited 
For ‘Books Abroad’ 


NEW YORK—Metropolitan Life has 
been given the United ‘States Informa- 
tion Agency’s award for distinguished 
service in recognition of the outstand- 
ing success of the “books abroad” cam- 
paign among the company’s home of- 
fice employes last fall. 

The citation was accepted by Fred- 
erick W. Ecker, president, on behalf 
of the company. Presentation was by 
Conger Reynolds, director of the 
USIA’s Office of Private Cooperation. 

It was only the third time that 
this award was made to a private 
organization or individual, the agency. 
reported. The previous two awards 
were to Leopold Stokowski and the 
American National Theater and Acad- 
emy. 

The original project was for the 
Metropolitan employes to contribute 
books to establish seven English-lan- 
guage libraries in the republic of the 
Sudan. The goal was 7,000 volumes, 
but the final count was 16,000. 

This permitted sending 9,000 books 
to the Sudan and additional thousands 
to libraries in Greece. The undertaking 
was part of President Eisenhower’s 
people-to-people program to aid in- 
ternational relations. 





Such limp words and phrases as 
“protection,” “income” and “minimum 
needs,” Mr. Davis advised, are vague 
and undynamic. They tell the client 
next to nothing. In their place, Mr. 
Davis suggested a sentence like, “What 
your wife will need is a steady stream 
of dollar bills dropping into her lap.” 
Here is a situation that the client can 
see in his own mind and probably 
would like to duplicate should anything 
ever happen to him. 

“Look into your own sales talk,” Mr. 
Davis concluded. “Record it, if you can, 
Learn to substitute dynamic, picture- 
evoking words for all those woolly ones 
that mean nothing to the client.” 
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OWN YOUR OWN AGENCY 


derella,! 


we’re no fairy godmother, but... 
we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 
1. We’ve got the top agency building contract for the man who wants to build 
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agency of his own. 


Founded in 1878 Home Office 










2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 


If you’re interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — a Life Insurance Society 


Detroit 2, Michigan 
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Hartford Accident Has 
New Hospital Policy 


fartford Accident has introduced a 
1ew hospital expense policy for indi- 
viduals or families. It supplants—with 
a number of broadening features and 
improvements—the company’s separ- 
ate individual and family policies. The 
contract provides daily hospital bene- 
fits of from $5 to $20, and pays up to 
180 days for each unrelated confine- 
ment. 

Benefits of 10 or 20 times daily 


FieNATIONAL UNDERWRITER 


benefit are allowed for miscellaneous 
expenses. Other features include: 

Allowance of from $50 to $400 for 
out-patient treatment of accidental 
injuries and hospital charges stemming 
from surgery performed as part of 
out-patient treatment of sickness or 
injuries; up to $50 for x-ray and lab- 
oratory fees; maternity benefits of 
from $50 to $200, and daily allowance 
of $3, $4 or $5 for physicians’ visits to 
hospital. 

In addition, surgical cover is avail- 
able at the insured’s option, with ben- 
efits up to $400. 


staff looks to you for guidance and 
training and direction.” 

Mr. Peirce emphasized that good men 
are needed as managers of districts. 
“You cannot afford to let them develop 
by experience. The cost in time and 
dollars and effort is too great.” He 
pointed out that the manager is the 
key man and that hopes and plans of 








ADVERTISED 
IN 55 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives. 

Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 

will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
the newspapers and 
reprints of our ads, 
furnished by the Home 
Office, are additional 
ammunition. 

All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 
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...all insured by 
Pan-American Life's 
“Family Special” 


; You’ve probably read all about the family plan for life insurance 
in national news magazines—Here it is, offered by Pan-American 
Life in a special family plan policy . . . 

Good news for the breadwinner of the family. 

1. Insurance for yourself to age 65. 

2. Insurance on your wife, and children under 18. 

3. Insurance on all new arrivals (even legally adopted ones over 

15 days old)—at no additional cost. 

Less a liberal annual quantity discount; plus an additional 
31% compound discount per annum for premiums paid in advance 
of the current premium year. 

You’ll want complete information—our friendly agent listed 
below will gladly talk over all the details with you. 

Contact him today! 





General Agent’s 
Name and 
Address go here 


Pan-American Life 


Among the top 10% of 
U. S. life insurance 
companies—writing 
more than 90%, 

of all life 

insurance. 














Insurance Company 


A Mutual Company © New Orleans, U. S. A. 
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Peirce Cites Role Of Debit System In ‘Spreading 
Gospel Of Life Insurance’ At LLAMA Conference 


(CONTINUED FROM PAGE 8) 


the home office can be wrecked by 
poor field management. 

“If you agree that your only ade 
quate source of future field manage. 
ment must be from among the men 
your managers and_ assistants are 
recruiting today,” Mr. Peirce said, “yoy 
should have a definite plan to look for 
them. 

“Are your managers alerted to the 
prime necessity of recruiting both men 
with sales talent and men with possible 
future management ability, as well” 

Three signposts to look for in 
identifying these men are, according 
to Mr. Peirce, intelligence, interest in 
other people, and leadership qualities, 
Once a man is considered a possibility 
he should be observed on a planned 
basis and results of these observations 
recorded. 


Questions To Ask 


“How has he responded to training? 
What are the impressions of his as- 
sistant and his manager? Of the home 
office people visiting the district? Is 
he eager to do a better job? Is he 
willing to share his skills with his 
fellow agents? Do others come to him 
for help? Is he receptive to the idea 
of looking for other candidates? Does 
he bring in some names? Is he really 
enthusiastic about our business, our 
company, his job? 

A whole company program of man- 
agement development is needed to 
develop assistant managers quickly, 
the speaker said. He pointed out that 
institutional facilities, the GAMC- 
sponsored study course in_ district 
management, LIAMA schools in agen- 
cy management, CLU management 
education program, can help, but can- 
not do the whole job. 

“Many devices for training will 
help—work conferences, managers’ 
meetings, GAMC meetings—but I sug- 
gest only that it be a planned program 
—and a whole program, so that results 
are secured by careful design.” 


Staff Managers Key Men 


Mr. Peirce said many district man- 
agers have told him that their staff 
managers are the key men in the 
debit distribution chain. 

“Is it important to take a look at 
that man’s job in your company?” 
he asked. “Is it a position, or just a 
job? Does it have dignity and prestige, 
something which men covet as a first 
step into management, well compen- 
sated? Or is he really just a leg man 
for the district manager? E 

“Much of the answer will be in 
your company’s attitude toward it, 
which, inevitably, will reflect itself in 
the attitude of the district manager. 
If you would develop good managers 
for the future, you must start by 
making the first step in management 
one which will attract your very best 
men.” : 

Conservation, Mr. Peirce feels, 1s 
something which has recently been 
neglected in training because there 
hasn’t been need to worry about it. 
He emphasized that now is the time 
for vigorous training or retraining 
programs in conservation. 


Sunset Life of Olympia, Wash., has 
brought out a family plan policy 
which includes these features: The 
wife is protected to husband’s age 9%; 
children are covered to age 25 regard- 
less of father’s age at that time; both 
mother and children can convert one- 
for-one at any covered age, and the 
children can convert up to five times 
at termination age of 25. 
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NOW! 


(om Continental 





The Right Plan 
of Group Insurance 
for Firms of 
Every Size 


Now, any firm can have group 
insurance designed expressly for 
its needs . . . whether there are 
just a few employees or very 
many. Continental Assurance 
offers every standard coverage: 
life, sickness, accident, hospital, 
nurse and surgical. And Conti- 
nental also offers many unusual 
group services: 


1. Group Long-Term Dis- 
ability, ideal protection for 
key men and executives. 


Group Non-Cancellable 
Hospital-Surgical benefits 
for retired employees and 
their dependents. 


Group Major Medical to 
carry the immense financial 
load presented by serious, 
prolonged medical care. 


Group Hospital-Surgical 
conversion privilege for ter- 
minating employees, a Con- 
tinental first. 


2 


3 


4 


Backing every Continental plan 
is a tradition of flexibility. Con- 
tinental is determined to deliver 
onevery case the fullest measure 
of satisfaction. Write us for in- 
formation. Learn the difference 
between realistic protection and 
just another plan. 


Continental 
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Assurance 4 
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310 South Michigan Avenue, Chicago, IIl. 
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| Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 














P.O. Box 6192. Telephone 








N.E., Atlanta 8, Georgia, 
TRinity 5-6727. 
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Cites Changes As Life 
Insurers Write Fire 


(CONTINUED FROM PAGE 12) 


Owners mutually served by several 
different agents.” 

“And yet, the future of the general 
insurance man is brighter than it has 
ever been,” Mr. Waggoner predicted. 
He cited 10 examples of how fire and 
casualty men can retain and broaden 
their markets through multiple-line 
selling. 

He declared that because of in- 
creased public acceptance during the 
past five or 10 years, selling life in- 
surance is easy if approached with 
enthusiasm and vigor. 

Fire and casualty agents have a 
gold mine of life insurance prospects 
already in their files in their present 
policyholders, said Mr. Waggoner. 
Thus prospecting—the bane of ex- 
istence of many life insurance sales- 
men—is already solved for the fire 
and casualty man. He pointed out it 
does not require a great deal of study 
to gain a general working knowledge 
of the life insurance business, but em- 
phasized the importance of learning 
the insurance needs of the prospect. 


Cities Modern Methods 


Mr. Waggoner pointed out that the 
most modern merchandising methods 
are available to the agent selling 
multiple-line insurance. He cited the 
check-o-matic plan as an example of 
the clerical effort which can be saved 
by the use of electronic equipment 
and standardization. 

“The time will come when compa- 
nies will package all forms of cover- 
age in one policy with substantial 
savings to the policy owner,” Mr. 
Waggoner declared. He said that the 
agent who turns to multiple-line un- 
derwriting now will have the advan- 
tage of selecting the most aggressive 
companies and will be best-equipped 
to cope with the increasing demand 
for one-stop service. 

Mr. Waggoner went on to point out 
that life companies will provide cap- 
able field assistance to fire and cas- 
ualty men entering the life business. 

He concluded by citing the advan- 
tages in having both a life department 
and a fire and casualty department in 
an insurance agency and the impor- 
tance of selection, training, and ade- 
quate compensation of agency person- 
nel. 


Mich. Economist Says 


Upswing Is Due By Fall 


LANSING—A “positive attitude” 
toward business to help end the current 
recession speedily was urged by Leland 
E. Traywick, economist of Michigan 
State University. Addressing some 100 
members of Michigan Assn. of A&H 
Underwriters at their recent annual 
conference, Mr. Traywick declared that 
the outlook is good for an economic up- 
swing by late summer or early fall. 

He said the public attitude seems to 
be improving and that the recession 
appears to be “bottoming out” after 
hitting a low point. He noted that, ex- 
cepting automobile sales, consumer 
purchasing has held up well and mas- 
sive government spending has offset a 
downtrend in major capital outlays. 
He cited the paper products industry 
as a reliable bellwether of industrial 
activity, since a heavy movement of 
paper boxes shows active business, and 
said that that industry is showing a 
steady output. 

A pickup in home building is almost 
certain to follow credit relaxations, 
Mr. Traywick said, in view of the con- 
po aaa amount of loan capital avail- 
able. 
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No need to grope for 
the right group plan 
to offer clients. 
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Guide puts a com- 
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coverages, benefits 
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Available at all Occidental offices. 


We pay Lifetime Renewals...they last as long as you do! 














Sewice folije Insurance Representatives 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bidg., Denver 2, Colo. 


_ I am interested in your service. Please send further 
information, at no obligation to me. 


Mail this 
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WANT ADS 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

10 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 





SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with over a billion and a 
half dollars of life insurance in force and branch offices in more than 
sixty principal cities has an attractive opening for a Superintendent of 
Agencies. Applicant should have successful experience in management 
work and in selecting and training men for management. Preferably he 
should be between 35 and 45 years old and capable of directing and 
supervising branch operations through correspondence and personal 


visits. 


This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box Z-89, c/o The 
National Underwriter Company. 175 W. Jackson Blvd., Chicago 4, Ill. 












METHODS 
ANALYST 


and 


IBM 
SYSTEMS 


ANALYST 


Medium sized New York life insurance company with assets 
of over half a billion dollars, seeks the services of 2 men 
in the above categories. The Methods Analyst must be a 
college graduate, with minimum 4 years experience in 
Methods or Planning work, preferably with a life insurance 
company. The IBM Analyst should have a college degree 
and have had at least 5 years experience with IBM sys- 
tems. This man must be completely familiar with IBM #604 
and #407. Salary $7,500-$10,000 on both positions. Ex- 
cellont growth potential. Our employees know of these 
openings. Please write in full detail to: 


BOX 500, 16 W. 40 St. - 3rd fl., New York 18, N. Y. 








WANTED 
LIFE INSURANCE EXECUTIVE 


To head going company in a South- 
ern state. Must be thoroughly quali- 
fied in selling, as well as Home 
Office experience and director of 
agencies. 

Send complete résumé of experi- 
ence. Address Box #A-59, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


All replies will be held confidential. 


SUPERINTENDENT OF AGENCIES 
LIFE AND A&S 


Insurance Company located in Wisconsin has 
opening for Superintendent of Agencies cover- 
ing Wisconsin and Minnesota. 


Man selected must be under age 45, have suc- 
cessful background in life insurance selling and 
supervision, be willing to travel, and move to 
home office city with population of about 
45,000. 


Duties consist of recruiting, training and super- 
vision of both new and established agencies. 
liberal employee welfare plan. Man selected 
will be an addition to our present staff. 


Give complete details in letter. All replies will 
be held in strict confidence. Salary open. 

Box A-58, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, III. 


Murchison Purchase Of L.&C. Control Near 


(CONTINUED FROM PAGE 1) 


the holding company that owns Atlan- 
tic Life and Lamar Life and formerly 
owned People’s Life of Indiana and 
Midland National, his purchase of the 
Life & Casualty shares is for his own 
account or possibly in conjunction with 
one or more associates. Mr. Murchison 
already owned 40,000 shares of L.&C. 
stock through Insurance Securities of 
California, a holding company, Mr. 
Dudley said. 

Asked by local reporters why he 
and his associates were selling the 





Two Pilot Rallies In N. Y. 


Two Pilot Life agency conventions 
were recently held in New York City. 
The combination division with about 
400 qualifying agents and wives at- 
tended the first gathering and two 
weeks later the ordinary division with 
approximately 300 agents and their 
wives attended a convention. The 
Leaders Club, composed of about 25 
of the top qualifiers from the ordinary 
division, remained in New York for 
three additional days in recognition of 
their high production qualification. 








ACTUARIAL 
OPPORTUNITY 


Billion dollar company, now about to 
enter Group field, needs additional 
man on actuarial staff. Prefers man 
who has completed at least Associate- 
ship examinations, but will consider 
applicant not yet an Associate if he 
has had suitable experience, prefer- 
ably including some Group experi- 
ence. Submit details of qualification 
and experience and photograph. Ad- 
dress reply to: 

G. E. Immerwahr, Vice President, 
Monumental Life Insurance Company, 
Baltimore 2, Maryland. 

All replies in strict confidence. 








ASSISTANT TO VICE PRESIDENT 
Sales promotion man. Heavy on life insur- 
ance. Ability to write creatively. Knowl- 
edge of agent motivation essential. Con- 
tact top executives. Man selected will 
function as Assistant to Vice President of 
large direct mail organization with top 
recognition in life insurance field. New 
York City. Write fully. Give starting salary 
desired. Address Box A-53, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd.. Chicago 4, Ill. 




















HAVE YOU HEARD? 


YOU may be the man we're looking for! 
Federal Life, a modern and progressive 
company is looking for an Accident— 
Health Supervisor and Policy Analyst. The 
right man must have field and home office 
experience and live in the Chicago area. 

Salary is open and so is opportunity in 
newly created position. Address all in- 
quiries to: 

EMERY HUFF, AGENCY VICE-PRES. 
FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Ave., Chicago 46, Illinois 
All replies held in strictest confidence. 


SALES MANAGER 
A&S INSURANCE 


Requires strong background and proven record 
in Sales Management. Applicants must have 
thorough product knowledge. Will direct the 
Sales operations in Allstate's new line, Accident 
and Sickness Insurance throughout the U. S. 
Position is at the Home Office Staff, Policy- 
Making level. Submit complete résumé and 
salary reequirements in confidence to: 


HOME OFFICE PERSONNEL DIVISION 
ALLSTATE INSURANCE COMPANY 
1441 Skokie Boulevard 
Skokie, Illinois 


ACTUARY AVAILABLE 
FELLOW OF SOCIETY OF ACTUARIES 
Over 10 years responsible experience Ordinary 
ond Group. Position with sound organization 
desired. Reply to, indicating scope of your 
activities, general duties of position to be 
filled, and probable salary, Box A-64, c/o The 
National Underwriter Co., 175 W. Jackson 

Blvd., Chicago 4, Ill. 








GROUP SUPERVISOR 


Pacific Coast home office group insurance su- 
pervisor wanted; capable of preparing pro- 
posals and assisting field men in closing sales. 
Excellent opportunity. Salary open, based on 
experience. Write Box A-60, c/o The National 
a Co., 175 W. Jackson Blvd., Chicago 
, HMlinois. 























METHODS SUPERVISOR 

Position open for experienced methods super- 
visor with managerial capacity to coordinate 
departmental procedures. A 66 year old fast 
growing midwestern life insurance company 
has career opportunity for qualified man. Pre- 
fer man experienced in punch card or elec- 
tronic accounting. Salary open. Write in full 
confidence to Box A-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








ASSOCIATE, ACTUARIAL 
CONSULTING FIRM 


Old and nationally known firm of actuarial 
and pension consultants has Associateship avail- 
able to insurance accountant capable of han- 
dling procedures covered by LOMA examina- 
tions including preparation of company annual 
statements. Actuarial experience helpful but not 
essential. Liberal salary, b and pensi 
plan in operation. Write in full confidence to 
Box A-32, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, III. 





GROUP UNDERWRITER 


Home Office Group Underwriting Department 
for Mid-Western Accident and Health and Life 
Insurance Company. Opportunity for future de- 
velopment. Replies should state insurance expe- 
rience, age and salary expected. Box A-61, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago, Illinois. 








PRESENT SUCCESSFUL, YOUNG CHI- 
CAGO GENERAL AGENT INTERESTED 
IN DISCUSSING POSSIBLE CHANGE. 
Address Box A-55, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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stock, Mr. Dudley was quoted as say. 
ing “It just appeared to be the king 
of offer we could not afford to tum 
down.” 

Life & Casualty stock was selling 
around $17 when the negotiations 
started. It rose to $20 as rumors of 
the impending deal spread. Late lag 
week, on Thursday, it jumped to $% 
bid, $25 asked. Friday it went ty 
$24-$25 but fell during the day t 
$21-$22 and closed at $21.75 bid, $22.75 
asked. At midweek the asking price 
had gone to $21.25. 

In answer to inquiries about Mr, 
Murchison’s reason for wanting to buy 
control of the company, Mr. Dudley 
quoted Mr. Murchison as saying he 
had selected the company after looking 
over most of the companies in the 
country and deciding that “from a 
financial standpoint, particularly, it 
would be our choice as the best invest. 
ment among all those looked at.” 

Life & Casualty ranked 54th in life 
insurance in force at Dec. 31, 1957, 
with a total of $1,547,880,305. Of this 
amount, $737,248,952 was industria] 
and $100,786,782 was group. Its year- 
end statement showed $253 million in 
assets. It does a large A&S business, 
It started with $25,000 capital. 


Stress Deductible Angle 
Of Medical Plans: Ray 


When the agent encounters a person 
who can pay the deductible amount 
of a major medical plan, the agent's 
duty is to demonstrate that he should 
not be carrying basic hospitalization 
insurance even if his coverage is with 
the agent himself, said Charles Ray, 
vice-president Associates Life, at a 
meeting of Detroit A&S Assn. 

Field men must understand and 
accept the concept of deductible as it 
applies to medical care coverage, he 
declared. “They must sell themselves 
that the deductible principle as applied 
to major medical is the only means 
by which we can provide our clients 
with last dollar coverage for compre- 
hensive, high-maximum benefit medi- 
cal care insurance at a premium that 
most can afford to pay. They should 
school themselves to the deductible 
principle and adopt the same attitude 
they do in selling long-term disability 
coverage with an elimination period, 
which is, after all, merely a deduc- 
tible.” 

Prospects For Major Medical 

There are two classes of prospects 
for major medical, Mr. Ray pointed 
out: Those who have some basic 
hospital-surgical coverage and need it; 
and those whose salary range enables 
them to eliminate basic coverage. In 
selling major medical, the agent should 
classify the prospect immediately and 
make his presentation accordingly. 

In selling the person who needs 
basic coverage, agents should point 
out that major medical, in addition to 
offering protection for serious illnesses, 
also complements the basic policy by 
covering some expenses not covered 
by basic plans. In selling those who 
can afford to pay the basic costs 
agents should explain the deductible 
principle and stress the tax-saving 
effects of major medical. “If your 
prospect falls in the 35% bracket and 
incurs a $3,000 medical expense bill, 
he said, “he has to earn approximately 
$4,650 to get the net to pay the 
$3,000 bill. Then he is faced with the 
problem of replacing that $4,650, which 
is impossible. It can only be charg 
off as a loss.” 
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‘58 Little Gem Covers 


All The Changes And 
New Life Policies 


With the latest up-to-date facts and 
figures concerning the policy provi- 
sions, rates, values, options, dividends 
and cost summaries of 207 life com- 
panies, and a vast amount of related 
useful statistical information, including 
the financial and operating reports of 
324 companies, the new 1958 Little 
Gem Life Chart is now being distri- 
puted by the National Underwriter Co. 
This is the 56th annual edition of the 
Little Gem. In its 768 carefully com- 
piled pages are the answers to an 
almost limitless number of life insur- 
ance fact and figure questions of the 
kind that arise frequently in the daily 
work of life insurance salesmen. The 
companies shown in the new Little 
Gem have more than $510 billion in 
force, which is nearly 99% of the grand 
total in force in all companies. 


Many Changes In Past Year 


During the past year, more major 
changes have been made by more 
companies than has occurred since the 
Guertin law changes of ten years ago. 
A great many companies both large 
and smaller are now offering family 
policies, graded premium contracts, 
contracts with higher cash values in 
the early years, lower rates for women, 
increased dividends and in fact all 
sorts of so-called ‘“cheaper-by-the- 
dozen” policies. Again, numerous 
prominent companies have lowered 
their rates, increased their dividends— 








THINGS ARE JUST A 
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or both. Many have made significant 
liberalizations in their underwriting 
rules—all in the direction of providing 
broader coverages at lower costs. Since 
so many of these new features are 
being widely advertised, the public is 
becoming more conscious of rates and 
various special features than ever 
before. The almost revolutionary 
changes of the past year have put an 
extra responsibility on all life insur- 
ance salesmen. Today they must be 
well informed on what the various 
companies are offering, in order to 
properly advise policyholders and pro- 
spects, and to present their own 
contracts in the most attractive and 
effective manner. Thus the new 1958 
Little Gem, with all the new up-to- 
date facts and figures, will be a tre- 
mendous help to agents everywhere. 


Gives Facts Concisely 


Although the new Little Gem pre- 
sents factual information in systematic 
manner on companies whose business 
approximates 99% of all life insurance 
in force, still it is most compact and 
easy to use. Following its analysis of 
the current contract for each company, 
premium rates are shown for some 
12 to 48 contracts per company, in- 
cluding retirement forms, term, disa- 
bility and double indemnity. Current 
cash value data, including values at 
the retirement ages of 55, 60 and 65, 
are also shown along with the incomes 
payable under both current settlement 
options and the settlement option 
provisions of previous issues. Dividend 
and cost data, including termination 
dividends and actual dividend histories 
of policies issued in 1938 and 1948, are 
also provided for a large number of 
participating contracts. Special infor- 
mation such as limits, non-medical, 
retentions, and other useful data are 
also presented. In a special “program- 
ming” section the incomes payable on 
previous issues going back to 1910, 
together with tables giving the values 
of paid-up policies, the rates of interest 
payable on policy proceeds, some 30 
pages of reserve tables, and other 
tables of guaranteed monthly incomes 
per $1,000 are also shown. 


Has Special Features 


Other special sections of the 1958 
Little Gem provide broad information 
concerning juvenile insurance, imme- 
diate annuities, National Service Life 
Insurance, U. S. Government Life 
Insurance, and up-to-date information 
concerning “social security.” Included 
also is detailed information concerning 
the weekly-pay contracts of some 42 
companies together with rates, values 
and an analysis of these contracts. 

Sizeable commissions often hinge on 
the agent’s ability to give the proper 
answer promptly. Because the Little 
Gem provides such a broad background 
of answers, all presented in concise, 
easy-to-use form, many more life 
insurance men purchase it every year 
than any other reference book. 

Since there are so many different 
ways that skillful use of the Little Gem 
can increase an agent’s income, a 
special 24-page booklet of instructions 
called “How to Get the Greatest Value 
from Your 1958 Little Gem” is being 
supplied with each copy. This training 

While Little Gem users can often 
avoid competition entirely by using it 
skillfully, they are also well equipped 
to meet competition most effectively 
when necessary. Selling at $4.50 a 
copy, and less in quantity, copies of 
the new Little Gem may be ordered 
from the National Underwriter Co., 
420 East Fourth street, Cincinnati 2, 
O., or from any other National Under- 
writer office, for prompt delivery. 


Lapse Rate Up 28% 
In 1957 Over 1956, 
Institute Finds 


The rate of voluntary termination 
of ordinary insurance increased last 
year for the second consecutive year, 
but is still below the rates generally 
prevailing for the two decades prior 
to World War II, according to Insti- 
tute of Life Insurance. 

The 1957 over-all rate on ordinary 
policies covering both lapses and sur- 
renders was 5.4% compared with 4.2% 
in the year before and an average of 
about 3.8% for the 1950s thus far. The 
1957 rate is about half that of the 
early 1930s and is well under that for 
the 1920s. 

On policies in force two years or 
more, however, the rate in 1957 was 
3.9% contrasted with the 5.4% over-all 
rate. The upward trend in lapse rate 
has appeared to continue, but at a 
reduced rate, since the turn of the 
year, measured by policy surrender 
value payments. 

Percentage-wise, the 1957 rise in 
lapse rate was material, running more 
than one-fourth larger than the year 
before, but it is still at a relatively 
low level, according to the institute. 
During the war and early post-war 
years, the rate was materially lower 
than had ever before been recorded. 

While lapse rate increases are nor- 
mally associated with dips in business 
activity, this time some part of the 
lapse increase appears to be the result 
of several current factors in the life 
insurance business. 

In the first place, a proportionately 
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greater share of lapses always occur in 
the early years of policy life and thus 
in times of unusually large sales, 
lapses will naturally rise. Reflecting 
the record purchases of recent years, 
the percentage of one and two year 
old policies has been’ increasing. This 
would naturally account for some rise 
in over-all lapse rate, even if the lapse 
rate remained unchanged in the 
younger and older groups separately 
considered. 

Also, there was an increased contri- 
bution to lapses this past year, due 
to a material expansion of family 
insurance planning and the develop- 
ment of package policies, with the 
natural result of replacement of some 
policies as families expanded their 
insurance protection under redesigned 
programs. 

Another, perhaps minor, contribu- 
ting factor is the continued growth 
of policies which have served their 
purpose and fulflled their original 
need, the result of the aging of policies 
written over the past two decades for 
specific needs. Policies taken out to 
cover mortgage repayment, education 
of children or retirement, for instance, 
might not be needed if the home is 
sold, after graduation of the children 
or actual retirement, and thus might 
be voluntarily terminated. 


March Was Best Month 
Ever For Conn. Mutual 


Sales for Connecticut Mutual Life 
in the first quarter were $130,459,000, 
up 12%. Sales totaling $44,911,000 
during March made it the best month 
in company history. January was the 
second best month and February, fifth 
best. 
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when there’s such a Bright Future with 


Republic National Life Insurance Company 
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Complete Line of Life and Accident and Sickness 
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e Pension Trust 


There’s still time to qualify for the General Agency Sales Convention, Grand Hotel, 1959. 
Write James W. Galloway, Assistant Vice President and Director of General Agencies 


REPUBLIC NATIONAL. LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ® DALLAS, TEXAS 
MORE THAN $1,600,000,000.00 LIFE INSURANCE IN FORCE 
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Combination Agents Missing Opportunity 


(CONTINUED 


cket from $5,000 to $10,000 per year, 
in contrast to the definition of market 
in 1955 (from $3,000 to $7,500 a year). 
Families within these brackets ($3,- 
000 to $10,000) comprise 70% of the 
population today. 

“The mass market in the United 
States is now distinctively middle 
income,” the speaker said. ‘Today, 
close to 50% of all consumer units in 
the U. S. have incomes between 
$4,000 and $7,500 per year. This has 
risen from 36% in 1955 and 26% in 
1950. 

“The core of this mass or middle 
income market is more predominantly 
the non-farm family than ever before, 
both in numbers and in proportion of 


FROM PAGE 9) 


income. One of the big factors in the 
increase in size of this market is the 
significant upgrading in income of the 
skilled and semi-skilled ‘blue collar’ 
worker in the last 10 years.” 

The speaker pointed to the fact that 
“in 1949 craftsmen, foremen and opera- 
tives represented 24% of persons 
whose incomes fell between $5,000 and 
$10,000 and in 1955 this figure had 
risen to 44%, even though the total 
number in this income group had also 
greatly expanded.” 

“People in the middle income bracket 
are the largest users of installment 
credit,” Mr. Friedner said. “Almost 
three out of every five families in 
this bracket have installment obliga- 
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CALIFORNIA 


ILLINOIS (Cont.) B 





COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 





CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, II. 
Telephone WAbash 2-3575 








GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
ension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 





Atlanta 











GA.-VA.-NY.-ME. 


BOWLES, ANDREWS & TOWNE, Inc. 


ACTUARIES 
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IOWA 
TAYLOR AND TAYLOR 


Consulting Actuarial and 
IBM Statistical Service 


814 American Bldg. 
Cedar Rapids, Iowa 


INDIANA & NEBR. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 


Omaha 
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LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 


NEW YORK 











PORTLAND 





GEORGIA & 
MICHIGAN 


Wolfe, Corcoran and Linder | 


Consulting Actuaries 
Insurance Accountants 
Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y 











Alvin Borchardt & Company 


PENNSYLVANIA 





CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 











E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna 





ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 





Telephone CEntral 6-1288 





NATIONWIDE 





Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 

10 S. LaSalle St., Chicago 3, Illinois 


Harry S. Tressel, M.C.A. Irma Kramer 
Alan K. Peterson, A.S.A. E, J. Pilsudski 
D. W. Sneed Wn. P. Kelly 





FRanklin 2-4020 


, we hens & ce. 


Actuaries—Accountants and Auditors 
342 Madison Avenue 
New York 17, N. Y. 














UNDERWRITER 


tions. According to the Survey Re- 
search Center at the University of 
Michigan, the amount of money al- 
lotted to installment purchases goes up 
as income goes up. The newest need 
for life insurance is protection against 
these packages of installment debts.” 

Mr. Friedner quoted LIAMA re- 
search studies which indicate that 
“those occupations in the middle in- 
come level are not making any consid- 
erable change in their ordinary life 
insurance buying habits.” He said that 
this is especially true of the “blue 
collar” market. 

“As far as insurance buying is con- 
cerned,” he said, “these new members 
of the middle income bracket still 
look like members of the lower income 
level. The debit approach would sug- 
gest a change of habit for this new 
market through greater use of monthly 
debit ordinary.” 

Mr. Friedner asked “What is the 
combination agent selling?” He said 
that the trend in recent years shows 
a dramatic drop in the average prem- 
ium per $1,000 of ordinary insurance 
volume sold by combination agents. 
He added that the percentage of term, 
sold by combination agents, has risen 
in the last 10 years. “By far the largest 
percentage of all types of policies sold 
by combination agents is combination 
basic plus term protection.” 

Mr. Friedner cited seven factors 
which account for greater needs for 
life insurance in this country: increas- 
ing number of dependent women, 
increasing number of children, growing 
number of widows, more children going 
to college, paying off the home mort- 
gage debt, paying off total consumer 
debt and more people reaching retire- 
ment age. 

“We have a responsibility to this 
middle income group,” he said. “Let’s 
make certain that we carry the mes- 
sage. No life insurance company can 
stand still. We all need increased life 
production to survive. So it is with 
every salesman.” 


Shoulder Blue Cross Tasks 
Imposed By Smith Of Pa. 


The Pennsylvania Blue Cross board 
met in special session following the 
recent adjudication of Commissioner 
Smith wherein he granted partial rate 
increases, assumed control of A&S 
rates and issued operating orders to 
the plans and to hospitals. 

Blue Cross will cooperate with Penn- 
sylvania State Medical Society and 
with the non-partisan commission to 
be appointed by Gov. Leader at Com- 
missioner Smith’s suggestion to carry 
out studies in the hospital-medical 
care field. 

Clement W. Hunt, executive director 
of Capital Hospital Service, said that 
pertinent statistical information will 
be made available to authorized study 
groups in their efforts to discover 
areas of improvement in the financing 
of hospital and medical care. 

The medical society plans a thorough 
study of the use of hospital facilities. 

Mr. Hunt also released the plan’s 
latest financial statement, which shows 
a net deficit of $446,370, representing 
11.5% of income, during the first three 
months of 1958. During March alone, 
he pointed out, payments to hospitals 
amounted to $1,311,952. 

The rate schedule which will go into 
effect in June carries no provision for 
replenishing the reserve fund. 


May 24, 1953 


Larson To A&S Post 
For Aetna Life 


Rudolph C. Larson, field supervisory 
of Aetna Casualty, has been name 
assistant secretary 
in charge of the 
A&S department 
of Aetna Life. He 
succeeds Secretary 
Paul H. Rogers 
who retired. 

Mr. Larson has 
been in the casual. 
ty agency depart. 
ment for 36 years 
and was appointed 
field supervisor jn 
1938. For many 
years he was in 
charge of A&S sales for Aetna Casual- 
ty 





Rudolph C. Larson 


Mr. Rogers joined Aetna Life in the 
A&S department in 1933 and was ap. 
pointed assistant secretary in 1939 ang 
secretayy in 1956. 

The Duluth agency of Connecticut 
General Life has moved to larger 
quarters at 314 West Superior street, 


(Advertisement) 





INDUSTRIAL LIFE 
APPOINTMENT 





Ss. E. Brock, F.S.A. 


The Industrial Life Insurance Company, (Can- 
ada) following its annual meeting held recently, 
announced the appointment of Mr. Stanley E. 
Brock as Executive Vice President and Manag- 
ing Director of the Company. 
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The Kelly agency of Phoenix Mutual 


at New York, which does only a 
brokerage business, paid for $7,288,000 
in the first quarter, as against $4,400,- 


000 in 1957. The agency recently moved 


from suite 841 to suite 604 in the 
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Middle-Group Area 
Least Effectively 
Penetrated: Bramley 


“The middle income market, in my 
opinion, offers greatest opportunity 
for sales, and it 
has been least ef- 
fectively pene- 
trated,” LIAMA’s 
director of mana- 
gerial training, 
Donald Bramley, 
said at the associ- 
ation’s combina- 
tion companies 
conference in 
Asheville N. C. 

“This is our 
market. These are 
the people on the ; 
debit for the most part,” he said. He 

inted to the change in buying habits 
for tangibles and the lack of change 
in buying insurance as the reason for 
the lag in sales in this particular 
market. “Another reason,” he said, 
“ig that we haven’t prepared ourselves 
adequately to sell in this market. We 
haven’t changed our selling habits 
as the income of this group has in- 
creased.” 

Mr. Bramley demonstrated how the 
“KASH” formula (knowledge, atti- 
tude, skill and habits) can be applied 
to the field management level to help 
overcome the deficiency in selling 
in the middle income market. 

“If the middle-income market pro- 
vides the greatest opportunity for 
sales,’ Mr. Bramley said, “certainly 
field management provides the great- 
est opportunity for training. It is 
frequently said that the manager is the 
key to the success of the district. If 
this is true, and I believe it is, it is 
strange how little time, relatively, we 
invest in training him in his job.” 

Mr. Bramley pointed out that 
LIAMA schools in agency manage- 
ment, GAMC study groups, and the 
CLU management program are all in- 
tegral parts of institutional efforts to 
provide management training. 

“Each,” he said, “contributes to the 
concept of continuous training. But 
none can, or should, be allowed to 
stand alone.” 

He urged that the complete company 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
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Bid Asked 
Aetna Life 181 185 
Beneficial Standard 2... 14 15 
Business Men’s Assurance ......... . 68 71 
Cal.-Western States 2 ecscssscsscssse 79% 81 
Columbian National 20... 70 72 









Commonwealth Life ....... 











Connecticut General ..... 250 255 
Continental Assurance __.... 127 130 
Franklin Life. .........cccccceec0.--. -. 66 6712 
Great Southern Life ow... 72% 75 
Gulf Life 21% 2214 
Jefferson Standard 71 73 
Kansas City Life ...... 1240 1265 
Liberty National Life 28 29 
Life & Casualty ........... a 21% 23 
Life of Virginia ............. 9444 96% 
Lincoln Nationa! Life . 191 196 
National L. 8 A. o...ccceesnenonn 78 80 
North American, Il. ....................... 17% 18 
N. W. National Life 0... 85 Bid 
Ohio State Life oo cccccccscssecccssns 240 250 
Old Line Life ic cccccsssssscccece 42 44 
Republic Natl. MARI : chicsckcnteticcasksssccsen 46%, 48 
Southland Life ...ccccssenn., 719 82 
Southwestern Life ......................, 100 104 
ES aa Ree ais ae 15 76 
nited, 111 24% 25% 
U.S. Life ‘ 32% 33% 
West Coast Life .................... 44 45%2 
Wisconsin National Life 58 62 





LIFE INSURANCE EDITION 


training program include one or more 
of these programs, but it must also 
include its own philosophy, its -ewn 
personality, its own objectives. Train- 
ing for specific markets must come 
from the company, he said. 

“In the final analysis, as the man- 
ager grows, so grows the agent. As 
the home office grows, so grows the 
manager.” 


Explain All Lines 
Selling At Ala. Rally 


(CONTINUED FROM PAGE 2) 
general agent had to acknowledge that 
A&S premium writings of $3.2 billions 
in 1956 represented “big business”—so 
big that the writings of all other lines, 
excluding automobile, life and fire, 
were equal to less than two-thirds of 
the A&S premiums. If Blue Cross and 
Blue Shield writings were added to 
the $3.2 billions for a total of $4.96 
billions, then all lines with the excep- 
tions noted were less than one-half of 
A&S writings, he said. 

“The general insurance man,” he 
continued “should not leave the writ- 
ing of A&S to an ‘outsider.’ It is 
primary protection for his client—pro- 
tection that provides income when it 
is needed most—during disability. If 
you haven’t got a company that gives 
you what you need to get into the 
A&S business, get one. It’ll be worth 
your while,” he advised. 

He said the general insurance man 
could start out by selling major medi- 
cal or catastrophe hospital coverage, 
for both have a popular appeal and are, 
therefore, easy to sell and easy to 
understand. He also suggested the use 
of stuffers to tell the clientele that 
A&S is sold by the agency. 

“Remember, you don’t have to be a 
specialist to sell A&S insurance—and 
you can do it, while you’re curing 
many of the present general agency 
ills at the same time,” he concluded. 


Form New CLU Chapter 


In Upstate New York 


BINGHAMTON, N. Y.—Formation 
of a new CLU chapter to be known as 
Southern Tier has been unanimously 
approved by American Society of CLU. 

Local officers selected to organize 
the new chapter are Kenneth P. Lord, 
assistant to the president of Security 
Mutual Life, president; Cecil Rogers, 
manager for New York Life in Bing- 
hamton, vice-president, and Richard 
M. Sprout, Northwestern Mutual, Bing- 
hamton, secretary-treasurer. 

The first meeting of the chapter 
will be held in Binghamton in June. 
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Lester Schriver Gives New England 
Managers 3-Point Recruiting Program 


SWAMPSCOTT, MASS., Lester O. 
Schriver, managing director of Na- 
tional Assn. of 
Life Underwriters, 
told the New Eng- 
land General 
Agents & Man- 
agers Assn. that 
“a must for build- 
ing an agency, an 
army, or anything, 
is recruiting and 
then more recruit- 
ing.’”’ He addressed 
an area manage- 
ment conference 
here. 

“In an agency there will be retire- 
ments, deaths, and turnover,” he said. 
“Unless you have a new class of 
recruits every year—I repeat, every. 
year—your organization will dry up. 

“In my years as an agency head I 
developed a three-point recruiting pro- 
gram that can be summarized thusly: 

“1. Every year you must recruit one 
new man for each unit in your agency. 
If you have five units, recruit five 
new men each year. 

“2. Check your recruiting plan per- 
iodically to see if it will bring the 





Lester O. Schriver 


desired results—if it 
your goal. 

“3. Charge each supervisor with the 
responsibility of recruiting one new 
full-time man during the year.” 

Asking, ‘What is the function of an 
agency manager?” Mr. Schriver said, 
“the answers will vary but you can 
put down a few essentials: One thing 
is to recruit and train men; another 
is to supervise the agency; a third is 
to represent the company. And sum- 
ming up, the composite answer is ‘to 
build a good agency.’ 

“So what is a good agency? It’s an 
agency which is continuously develop- 
ing—continuously training its men to 
provide them with a satisfactory in- 
come, and equipping them to render 
service and sell a volume acceptable 
to the company. 

“Next, what are the characteristics 
of a good agency head? Well, of course 
he must have a good knowledge of the 
business. He must be a builder of men. 
He must be anxious to render service. 
He must have character, integrity, and 
reliability. He must have personality, 
enthusiasm, and imagination. He must 
be a self-starter and a self-manager. 
And he must be a cooperator—not a 
soloist—who is unselfish.” 


will take you to 





Pacific Actuaries 
Hold Spring Meeting 


Featuring a variety of searching 
questions on family policies, federal 
income tax, and group insurance, the 
Actuarial Club of the Pacific States is 
holding its spring meeting May 22-23 
in Longview, Wash. 

Family policy questions include: “Is 
the demand holding up?” “How are 
administrative and underwriting prob- 
lems being handled?” and “What are 
the advantages and disadvantages of 
package policies versus riders?’ 

“Is either the 1942 federal income 
tax formula or the so-called Mills 
formula for companies realistic?” and 
“What effect would the new proposal 
have on the investment patterns of a 
life company?” are two of the tax 
questions. 


Will Study Major Medical 


On the subject of group, the club 
will study the extent to which major 
medical can be made available to 
groups under 25 lives, and the uses of 
electronic data processing methods in 
group administration. 

G. Walter Waites is program chair- 
man. 








Late News Bulletins... 
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total of $4,599,000,000 was up 3% and set an all-time record for the four-month 
period. Group salés are new groups set up and do not include additions to exist- 


ing groups. 


Credit insurance is not included in the LIAMA figures. 


Predicts Variable-Annuity Bill Changes 


The variable annuity bills being sought by Prudential in the New Jersey leg- 
islature will be substantially modified to provide stricter controls than those 
now embodied in the bills, according to Prof. S. J. Flink, head of the economics 
department of Rutgers University and economic consultant to the New Jersey 
assembly. He believes that more positive restrictions on the sale of the plans 
and on the investment of the reserves are necessary. If the assembly business 
affairs committee, which has the bills under its wing, decides to accept the 
modifications it will take about a week to formulate the new bills, he said. 


N. Y. City Agents 


Nominate Anchell 

Charles Anchell, New York Life 
agent, has been nominated for presi- 
dent of New York City Life Under- 
writers Assn. 

Other nominees are Stanley R. 
Wayne, general agent of Mutual Bene- 
fit Life, for administrative vice-presi- 
dent; Alfred S. Howes, agent of Con- 
necticut Mutual, educational vice- 
president; Harry Phillips III, agent 
of Penn Mutual, membership vice-pre 
dent; Gerard B. Tracy, agent of Na- 
tional Life of Vermont, public relations 
vice-president, and Clarence Oshin, 
manager of Home Life, treasurer. 

The following directors were nom- 
inated to serve through June, 1959: 
Boris A. Del Monte, agent of Home 
Life; Jack D. Garfunkel, independent, 
and Henry F. Silver, agent of New 
England Life. 

Charles N. Barton, general agent of 
Union Central, was nominated as direc- 
tor to serve through June, 1960. 

Nominated to serve as_ directors 
through June, 1961, are John H. Ames, 
agent of Mutual Benefit Life; Charles 
J. Buesing, manager of Mutual of New 
York; Warren C. Clark, general agent 
of Connecticut Mutual; Burton J. Dia- 
mond, assistant manager of Equitable 
Society; Jules Nassberg, agent of Berk- 
shire Life; Kermit L. Updegrove, agent 
of New York Life; Max H. Weiss, agent 
of Penn Mutual, and Murray White, 
agent of Aetna Life. 


‘Cy’ Block Honored; Top 
Mutual Benefit Agent 


Seymour C. (Cy) Block who played 
in the 1945 World Series with the 
Chicago Cubs, was guest of honor at 
a luncheon in New York given by 
President H. Bruce Palmer, of Mutual 
Benefit Life and Leland O. Nashem. 
Mr. Block is a general agent. The 
luncheon was in recognition of Mr. 
Block’s having sold more than $4 mil- 
lion in 1957, to lead Mutual Benefit’s 
1,100-man sales force. He joined the 
company in 1951 after 11 years in or- 
ganized baseball. He reached a million 
dollar pace his second year in the 
business. 
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